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ITCH Your Wagon 
to a Star’ was the slogan 
of the good old days but 
the old timers who got the 
farthest hitched their wagon 
to a team of horses. Here 
on the earth, horses are 
nearer, more tangible and 
more practical than stars. 
In the feed trade right now, 
some dealers are hitching 
their year’s hopes to pros- 
pects for fall business. 
Make plans for fall, of 
course, but don’t overlook 
the fact that there is sum- 
mer business available in 
the meantime. 
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DAIRY RATION 
GUARANTEED ANALYSIS 
PROTEIN 26% 
FAT 54% 
FIBER ~«rons 10% 
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FIBER 
NORTHERN MILLING CO. 


NORTHERN MILLING co. WAUSAU, WIS. 


WAUSAU, WIS. WAUSAU,WIS5. 


Concentrate your sales efforts on these trade building feeds. 


surprised how much more business you will get through better service and 
better satisfaction. 


NORTHERN MILLING COMPANY 


CONCENTRATE ON THESE 
DAIRY RATIONS 


These three dairy rations, together with WISCONSIN SUGARED DAIRY 
16% and WISCONSIN 32% DAIRY, give the dealer a sufficient variety to 


meet the requirements of any dairy community. 


It is not necessary for you to order dairy feeds from a half dozen different 
mills to get what you want. Here you can get them all in one car. 


Besides these dairy rations the WISCONSIN line includes poultry mashes, 
scratch grains, pig and hog feeds, stock feeds, horse feed and calf meal, all of 
which you can get in mixed cars with mill feeds, grain and flour. 


You will be 


SINCE 1883 


WAUSAU, WISCONSIN 
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Brings Modern Methods 
the Feed Plants 


This machine blends 
and mixes all kinds of 
dry feed. A combined 
loader, mixer and sack- 
er, complete in one unit. 
It saves labor, space and 
time. Does the work of 
many men. 


“EUREKA” 
3in 1 Feed 
Mixing Plant 


cleans itself automati- 
cally after each batch is 
finished. Shipped ready 
tooperate. Madein four 
sizes; 700 lbs. to 2,500 
lbs. per charge. Write 
for full information 
about this profitable 
machine. SUPERIOR D. P. CUPS 


Without changing anything but the cups you 

can increase your elevator capacity 20 per cent 

placed closer on the belt. ey discharge 

Box 85, Eau Claire, Wis. perfectly. Use these better cups. We carry 
complete stocks. 


Everything Jor Every Mill and Elevator 
‘She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott Mfg.do.Ltd.Winnipeg SCOT 
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When feed tonnage is off, 
sales go to the manufac- 
turer who turns out a 
quality product. Proof of this is given by 
the sales figures of feed manufacturers 
who mineralize with FOS-FOR-US. They 
are selling 20% more feed than last year. 


Quality has come to bat, and every 
farmer, stockman, dairyman and poultry 
raiser knows it. They know, too, that 
when they use FOS-FOR-US feeds they 
get results. - Quicker finish for market. 
Longer, heavier milk flow. Better egg 
yields, harder shells, surer hatches, 
Feed manufacturers 


FOS-FOR-US_ gets 


QUALITY HAS 
COME TO BAT AGAIN 


and fundamentally right. 
FOS-FOR-US has, says an 
Illinois State Bulletin, “’fa- 
vorable amounts of calcium and phos- 
phorus and in the correct proportion.” 


Feed manufacturers report that when 
they use FOS-FOR-US they get a clear 
saving of $10 per ton, also lower handling 
and mixing costs. FOS-FOR-US analyzes 
a high degree of purity and runs 
remarkably uniform. 


If you have not read the facts about 
FOS-FOR-US, you will find a good 
many points of real 


FOS-FOR-US Miller’s 


respect the fact that Fos- -FOR- an interest in the 
DA 


these results be- 
cause it is basically 


MANUFACTURERS 


Brief. Mail the cou- 
pon for your copy. 


[NTERNATIONAL AGRICULTURAL 


INTERNATIONAL AGBICULTURAL CORPORATION 
61 Broadway, Dept. 18 New York City 


Over 1,000 millers have read this Brief and are 
using FOS-FOR-US. Mail the coupon for your copy. 


OF GRADE 


Ferris zers 


9 
: 
OA 
A\ PRODUCES HEAVIER HOGS: MORE ECGS-MORE MILK 
MASHES: 
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MAGINE a country feed dealer sav- 
ing $50,000.00! Impossible! At a 
comparatively early age he threw the 

Ce cuspidor out in the alley, slammed 
down the old desk top, filled the old 
corn cob pipe and walked out. Selecting a soft 
spot down by the river, he retired to live on his 
fortune. 


How did he do it? Let Uncle Bill speak for 
himself: 


“T attribute my ability to retire with $50,000.00 
in the bank, after thirty years as a country feed 
dealer, to close application to duty, always hewing 
to the mark and letting the chips fall where they 
may, observing rigid rules of economy, never 
spending a cent foolishly, everlastingly keeping at 
the job with my whole heart—and the very recent 
death of an uncle who left me $49,000.00. 


P. S. Evidently this dealer did not handle 
Arcady Wonder Feeds! 


ARCADY FARMS MILLING COMPANY 


CHICAGO, ILLINOIS KANSAS CITY, MISSOURI 
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$30,000,000 Spent Annually for Feeds 
By Wisconsin Consumers 


One-fourth of Total Is Expended for Commercial Mixtures 
Dairy, Poultry Rations Making Rapid Increases in Volume 


ISCONSIN consumers spend 

more than $30,000,000 a year 

for feeds to supplement their 
home grown grains and roughages. Ap- 
proximately one-fourth of this sum is 
spent for commercial mixtures which 
have risen from a negative quantity 20 
years ago to the present and rapidly in- 
creasing volume. 

These facts, based on a study super- 
vised by the statistical division of the 
Wisconsin department of zgriculture and 
markets to determine the importance of 
different types of feeds used in the state, 
were disclosed in a recent radio talk 
by W. B. Griem, chief chemist of the 
state feed control laboratories. Results 
of the survey revealed the following di- 
vision of the tonnages of feeding stuffs: 


Commercial Mixed Feed.............. 26.1 
Ground 
High Protein Concentrates........... 9.5 


All Others... 4.8 
Commercial Feeds Gaining 

“It is evident,” said Mr. Griem, “that 
millfeeds are still our most important 
feeding stuffs. When one considers, 
however, that barely 20 years ago there 
were practically no mixed feeds sold in 
the state, and that now more than one- 
fourth of the feeds consumed are of the 
mixed feed type, it is obvious that 
mixed feeds are becoming popular and 
will undoubtedly soon replace the mill 
feeds as the most important class of 
concentrates.” 


Of the commercial mixed feeds sold 


in the state, it was revealed in the study, 
44 per cent was low protein dairy ration, 
20 per cent was in the high protein 
classification, and approximately 33 per 
cent of the entire quantity was poultry 
feed. While it was learned that dairy 
feed is the leading commercial ration in 
the state, a rapid and steady increase 
in the sale of commercial poultry mix- 
tures was noted. 

Of the mill feeds as a class slightly 
more than one-half of the total amount 
sold in the state was bran, according to 
results of the survey. One-fifth was 
standard middlings and one-tenth flour 


middlings. The remainder was com- 
posed of all other forms of mill feeds 
including rye products. 

Linseed Meal Popular 

An interesting fact was disclosed by 
the study relative to the high protein 
classification of unmixed feeds sold in 
the state. Fifty-three per cent of this 
classification was found to be linseed 
meal and only 7.5 per cent cottonseed 
meal. There was practically as much 
gluten meal as cottonseed meal sold, 
and twice as much gluten feed as either 
cottonseed meal or gluten meal. Ap- 
proximately 10 per cent of the tonnage 
of these high protein concentrates was 
meat scraps and tankage. 

Forty-three per cent of the whole 
grains sold in the state was corn, 36 
per cent oats, 15 per cent barley and 6 
per cent included all others. 

“Wisconsin consumers are spending 
more than $30,000,000 a year for the 
purchase of feed to suppiement their 
home grown grains and roughages,” Mr. 
Griem pointed out. “The largest per- 
centage is now spent for dairy feed, but 
the purchase of poultry rations is rapid- 
ly increasing, especially among the rea- 
dy mixed varieties. 

“Most of livestock men have found 
that they cannot obtain the most eco- 
nomical production by the sole use of 
home grown materials. This forces them 
into the market to make additional pur- 
chases. In some cases these purchases 
are not always wisely made in that too 
many concentrates are bought, or the 
most necessary concentrates for their 
needs are not bought. It is almost safe 
to say, however, that production would 
become more economical with a greater 
purchase of commercial feeds.” 

Explains Feed Laws 

Mr. Griem explained the functions of 
the state department relative to feeding 
stuffs and the laws regulating their man- 
ufacture. He encouraged farmers to 
avail themselves of the state’s services 
in selecting feeds. 

“In 1901,” said Mr. Griem, “our legis- 
lature wisely provided for the protec- 
tion of Wisconsin consumers in the pur- 
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chase of concentrates by the enactment 
of the feeding stuffs law. From time 
to time this original act was amended 
so that at the pesent time all feeds that 
you buy are carefully labeled, and a 
state inspection service is in operation. 

This inspection service is financed by 
the fees paid to the department of ag- 
riculture. It is required by law that 
all labels bear the net weight of the 
package, the brand name, the manufac- 
turer’s name and place of business, the 
minimum crude protein and fat con- 
tent and the maximum fiber content. 
In a mixed feed the names of the in- 
gredients used in compounding it must 
also be listed. Samples of feed are col- 
lected in all parts of the state, and 
stocks found in the state are examined 
for proper labeling. The samples are 
analyzed in the feed inspection labora- 


tories of the department of agriculture 


and markets to verify label claims. 
These analysis results are published 
each year in the Feed Inspection Bulle- 
tin which may be obtained by writing 
the department. 

“We believe that a purchaser of feed 
in Wisconsin can make valuable use of 
this bulletin. He will undoubtedly be 
able to find the analyses of the particu- 
lar brand of feed which he intends to 
buy and thereby can base his purchases 
on actual analyses and his needs. 

Advises Careful Buying 

“When a purchaser buys feed he 
should always remember that the Wis- 
consin department of agriculture and 
markets cannot prevent the sale of feed 
if it is properly registered and labeled 
and sold in strict accordance with the 
feeding stuffs law. It is, therefore, high- 
ly important for all purchasers to use 
their judgment and to be influenced by 
the merits of the feed rather than its 
price. Feeding value is not indicated 
by the price tag. 

“With the present economic condi- 
tions it is imperative that every pur- 
chaser of feeds give considerable study 
to the buying of his concentrates. The 
enormous sum of $30,000,000 a year 
which is being spent is one of the larg- 


Page Seven 


Rad 

| 


est factors in the production costs of 
our livestock products. Only a small 
improvement in the selection of feeds 
cannot help but reflect in the improve- 
ment of our present agricultural situa- 
tion.” 


J. E. WALSH, Ladish Milling Co., 
Milwaukee, better known as “Jack” to 
his many acquaintances in the feed in- 
dustry, is convalescing at the Miseri- 
cordia hospital following a serious oper- 
ation which he underwent several weeks 
ago. His numerous friends wish him 
speedy recovery. 


E. C. WARNER, of the linseed meal 
department of Archer-Daniels-Midlend 
Co., Minneapolis, returned from his an- 
nual vacation early in the montk. 


VVVVVVVV 


Advertising Plan Wins Patrons 
For Feed Mixing Plant 


H. GIl.UFF, owner of the ‘Todds 
Community Mill, Todds, Ohio, is 
° bringing in business by doing 
custom feed mixing. This interferes in 
no way with sales of commercial feeds, 
he says, and the service is advertised in 
the local newspaper as follows: 
A SERVICE FOR FARMERS 


If you have a formula for mixing live- 
stock or poultry feed, bring it to the 
Tcdd’s Community Mill. 

We can furnish all the materials and 
do your mixing at less expense than it 


VYVYVVVY 


INTERNATIONAL 
FEEDS 


PURE INGREDIENTS 
Scientifically Balanced 
Thoroughly Mixed 
Absolutely Uniform 
“Guaranteed to produce 
better results at lower cost.” 


Easy to sell ... Profitable 
to handle! 


Manufactured by 


INTERNATIONAL SUGAR FEED 


MINNEAPOLIS 


co. 
MEMPHIS 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 
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can be done on the farm. 
A trial will convince you. 


TODDS COMMUNITY MILL 
J. H. Gluff, owner. 


“In every rural district there are cus- 
tomers who object to regular feed for- 
mulas,’” Mr. Gluff explained. “These 
persons have pet theories as to the kind 
and amounts of feeds that should make 
up a ration and rather than accept a 
substitute, many buy small mills and do 
their mixing at home. This is a money- 
loser for all concerned and, after some 
costly experience along this line, I 
found a way to overcome it. 


“My principal idea was to get these 
special customers interested in my busi- 
ness and so I invited them to bring 
their formulas to me. My first adver- 
tisement appeared in June and within 
the next 10 days I received 16 calls. 
Each formula was filled from goods 
carried in stock and mixed in lots of 
500 pounds or more under the custom- 
er’s observation. I based my price on 
current quotations of materials used 
plus a small labor charge for mixing. 
In practically every case the customer 
saved from 50 cents to $1.00 on each 
batch of feed and this induced him to 
return for more. 

“No effort was made to discourage 
the use of any formula but we often 
induced a customer to try his formula 
side by side with a regular commercial 
brand and report results. This practice 
has won several skeptical farmers to 
regular brands. 

“But regardless of our customers’ 
views on formulas, we always aim to 
give them what they want. This has 
brought business from all sections of 
our territory and sales have been boost- 
ed in practically every line. We are 
now getting rid of individual feed mills 
which were scattered throughout the 
country. Home grinding and mixing of 
livestock and poultry feeds is being re- 
duced to a point where it gives us little 
concern. Farmers who followed the 
practice are coming to us, have saved 
money and are splendid advertising for 
our mill at all seasons.” 


BENTLEY DADMUN, the Dad- 
mun Co., Whitewater, Wis., and family 
are on a vacation trip in Alaska. “On 
our way to Alaska,” Mr. Dadmun 
writes, “we stopped July 1 at Paradise 
Inn, Rainier National park, Wash., and 
had to enter the hotel through a snow 
tunnel. There was a drift four feet 
high although the weather was bright 
and warm.” 


WATERFORD MILLING CO.,, 
Waterford, Wis., ground the first new 
grist of the season July 19, according 
to Geo. W. Healy, proprietor. The 
grain was new barley of good quality. 


Condition of Pasture Should Govern 
Content ot Summer Ration 


High Protein Mixture Is Best When Grass Becomes Dry 
Dealer Will Profit by Adjusting Feed to Patrons Need 


NLY a few years ago dairy farm- 
ers depended upon summer pas- 
tures to keep the milk flow up to 

a profitable quantity. They believed 
there was some sort of magic in grass. 
Every year the cows reacted to hot 
weather with a big slump in production. 
They dried with the pastures. 

Science has driven many funny no- 
tions out of the heads of dairy farmers. 
It has shaken the farmers’ confidence 
loose, to a great degree, from grass. 
New types of pasture, alfalfa, sweet 
clover and the like have been greatly 
popularized in all parts of the United 
States. Colleges of agriculture have 
stressed the need of protein concen- 
trates for cows all the year around, par- 
ticularly the need of grain on pasture. 

Farmers Still Skeptical 

After all of this bombardment it is 
‘truly astonishing to know how many 
owners of herds are reluctant to feed 
grain after the grass is green. Many 
farmers, who accept the general prin- 
ciple of supplemental feeding, in sum- 
mer, are not willing to really think of 
summer feeding as a profit-making plan. 
One feed mixture is to them much the 
same as another. They know that a 
high content of protein is necessary but 
they do not know that there ought to 
be a degree of coordination between 
the pasture condition and the protein 
percentage. 

Some years ago, a successful farmer 
came into an Indiana feed store and 
asked: “What are the essentials of a 
good summer dairy ration?” 

When a feed man thinks over a plain 
question of that kind, he will arrive at 
the conclusion that there are at least five 
requirements. It is important for the 
feed to be economical. It is important 
that the feed be palatable. A certain de- 
gree of variation is desirabie. It is nec- 
essary that the feed agree with the ani- 
mal. It must tend to produce a good 
quality of milk and: butterfat. In short, 
the good dairy ration for summer use 
must be what we expect of a good ra- 
tion at any season. In addition, as the 
summer pastures change in quality, the 
’ protein content of the feed mixture 
ought to run up and down from 12 to 
24 per cent. 

Base Feeds on Needs 

Increasing the volume of summer 
dairy feeds depends largely upon edu- 
cating customers to a willingness to buy 
the right kind of feed—the feed that 
will give the largest returns upon the 
investment. The dealer who knows his 
feeds and is ready to give his custom- 
ers wise counsel will not be likely to 
lose much business when cream and 
milk prices fall. The hest policy is not 
to sell the customer the highest priced 


feed he will buy but to ascertain his 
true needs and satisfy them. 

In the spring when the pastures are 
abundent and succulent, it is not nec- 
essary for the dairy farmer to buy a 
feed with more than 12 to 16 per cent 
protein to keep his cows producing pro- 
fitably. Dealers should never try to 


Feed cows according to pasture conditions. 


sell a high content protein feed to men 
whose cows are knee-deep in pasture. 
The cows do not need it. 
“Short” Pasture Feeding 

Every feed man in dairy sections has 
heard the complaint hundreds of times 
that “my pastures are getting short.” 
Sometimes dry weather is to blame, 
sometimes it is overpasturing. More 
frequently both are contributing fac- 
tors. The trouble is that too many 
feed men will dump a dozen more bags 
of “the same feed” as before into the 
customer’s truck or wagon and then 
will wonder with the customer why the 
cows keep going down in production. 
As pastures fail to give the cow the 
needed nutrition and raw materials for 
milk and butter, the dry feeds must do 
the work. When pastures are getting 
short, but are still fair in spots, the 
wise retailers of commercial dairy feeds 
will insist upon at least a 20 per cent 
protein ccntent when they sell a cus- 
tomer because nathing less will given 
the right kind of profits to the farmer. 

Feeding in Dry Spell 

Let us assume that an old-fashioned 
dry spell has extended itself for weeks. 
Grass pastures are dry and dead. Fields 
afford little more than exercise for the 
herd. This sort of a summer or fall is 
the feed dealer’s opportunity. In this 
connection we may draw upon a per- 
sonal letter from a feed man in south- 
ern Missouri. 

“Not many moons ago.” he wrote, 
“we had a big drought in this territory. 
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Our pastures, hills and valleys alike, 
simply burned to the roots. Cows all 
around here fell down to the point of 
no profit. We sold a commercial dairy 
feed with full 24 per cent protein. I 
began to push this brand and the cows 
started up so it was the talk of the 
county. I sold feed of this kind for 
twenty miles around. When pastures 
dry up the man who is wide awake can 
sell high protein feeds and he will cre- 
ate a lot of good will in this manner.” 

Few classes of business men have the 
confidence of so many farmers and 
dairymen as the feed retailers. This 
confidence and solid friendship has been 
generated by years of feed service. No 
surer road to influence has ever been 
found by feed store owners than knowl- 
edge of the feeds they sell and a will- 
ingness to impart that knowledge to 
others. 

Scores of milk farmers started feed- 
ing according to the cow’s production 
on the advice of their feed men. The 
idea has been broadcast that feeding 
silage with hay paid even when it is 
common knowledge that feed men have 
no silage to sell. 

It is to the advantage of every feed 
man to study carefully the practical 
principles of summer dairy cow feed- 
ing. The more he knows, the better 
will the feed man be able to serve the 
farmer and the surer will be patronage 
and profits at all seasons of the year. 

Some Selling Thoughts 

As at no other season of the year, 
summer in dairy districts impresses one 
with the wisdom of handling but few 
lines of feed and to really know these 
lines. No other question is of such 
importance as: “How Are Your Pas- 
tures?” The correct answer and the 
feed man’s skill and knowledge will 
make it very easy to sell the farmer 
the feed he needs for his dairy herd. 

It is a good plan to find out how 
the most successful summer dairymen 
in your county are feeding and pass the 
facts along. Men like these dairy lead- 
ers never just happen. Summer time 
is lazy time. It is highly important 
for feed men to push their dairy feed 
business in summer as at no other time. 
Tell your story to all who call, send 
out plenty of advertising through the 
mails, drop around on your customers’ 
farms occasionally and business this 
summer will be much better than you 
are expecting it to be. 


CHARLESTON ELEVATOR CO., 
Charleston, Ill., has been incorporated 
with a capital stock of $30,000 by Arthur 
E. Craig, Edward Chilton and Harry 
T. Wright. 
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Larry Hartzheim and his modern elevator. 


ness methods are out of date. 

Today’s merchants must be hu- 
man and kind, and willing to go the 
second mile for a customer. Above all, 
he must be a friend. 

Perhaps no better example of the new 
type of successful business man can be 
found than Larry Hartzheim, past 
president of the Central Retail Feed 
association, who operates a feed busi- 
ness at Beaver Dam, Wis. Larry has 
made many friends and consequently 
has won many customers for his store. 
The business he founded on friendship 
has proved lasting. It repeats again 
and again and makes the day's work 
a pleasure instead of a routine. 

Personal Contact Sells 

“Personal contact is the greatest fac- 
tor in selling feeds,” said Larry. “A 
dealer must mix with the farmers, visit 
them whenever he has an opportunity 
and do favors for them whenever pos- 
sible.” 

Whenever a farm meeting is held in 
his community Mr. Hartzheim makes it 
a point to be present. He does not 
try to high pressure any of the men into 
buying feeds. Friendly greetings are 
exchanged, topics of the day are dis- 
cussed. Larry makes the farmers feel 
that he desires to be their friend as well 
as to serve them efficiently with high 
quality products. Immediate business 
may not result, but in many instances, 
sometimes weeks after cone of these 
meetings a man will come into the store 
and ask for “Ler-y”. 

Here’s How It Works 

“What's the price of a ton of your 
dairy feed?” the farmer asks. “I'll take 
a ton,” he adds. after the price has 
been cheerfully given. 

While the help is loading the feed on 
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Friendly 


Contact 


With Farmers 
Develops Trade 
For Dealer 


the farmer’s truck Larry engages in 
friendly conversation with him. 

“Nice meeting we had the other even- 
ing wasn’t it?” comments the new cus- 
tomer. 

And Mr. Hartzheim realizes that it 
paid him to attend the gathering. It 
had won a friend and a new customer. 

Recently Beaver Dam held a commu- 
nity gathering. Mr. Hartzheim was ap- 
pointed chairman of the invitation and 
reception committee. Letters were sent 
to many farmers, welcoming them to 
the gathering. Mr. Hartzheim’s name 
was signed as chairman. During the 
meeting he endeavored to meet as many 
new persons as possible in addition to 
greeting his old acquaintances. 

Following the meeting many new 
faces were seen at the store. The farm- 
ers had remembered the friendly recep- 
tion they received from Mr. Hartz- 
heim and they came to buy feeds from 
him. It required no_ high-pressure 
salesmanship to get their orders. 

Real Friendship Formed 

When a customer is once obtained, 
the friendship which brought him to the 
store is continued. Every possible serv- 
ice is extended to the patron. No reg- 
ular deliverv system is maintained by 
the store. But if a customer is busy, 
and telephones his order. a truck is im- 
mediately hired and the feed is detivered 
to his door. 

Mr. Hartzheim informs his patrons 
that he is available at any hour of the 


day or night. He invites them to call 
his home if the store ,has closed and he 
makes them realize that he is more 
than willing to give them immediate at- 
tention. They like this friendly, unas- 
suming type of service and they remain 
loyal customers. 

During dull days at the store Mr. 
Hartzheim takes his automobile and 
drives out into the country. He may 
drop in to say “hello” to a dairyman 
customer at one point and inquire about 
farming conditions. A few miles far- 
ther down the road he may call on a 
prospect and talk over feeds and feeding 
with him in friendly terms. 

Business 10 Years Old 

“Farmers don’t like high sounding 
promises and sugar-coated offers,” he 
said. “They will sooner buy from a 
man who lays his cards on the table 
before them in a frank, simple way, and 
tells them how they will profit by using 
his feed. The farmer has been high- 
pressured too much. He’s tired of it.” 

Mr. Hartzheim entered the feed busi- 
ness under a partnership known as Lange 
& Hartzheim, which was formed in 1921. 
Mr. Lange sold his interests in 1928 
and since that time Mr. Hartzheim has 
operated the business alone, under the 
firm name Hartzheim Fuel & Feed Co. 
The firm serves a large territory in one 
of the most progressive farm regions 
of the state. Coal, wood, cement, root- 
ing and other farm supplies are handled 
in addition to feeds. 


Decline in Millfeed Market 
Predicted by Federation 


ARNING that there are more 

possibilities of a decline than a 

rise in millfeed prices is issued 
by the Millers National Federation. In 
one of its recent bulletins it advises 
the members to watch the market care- 
fully. 

“The federation does not pose as a 
prophet,” reads the message, “but at 
the risk of being regarded as an apostle 
of gloom, we can’t help thinking that a 
good many millers are figuring mill- 
feeds on a basis that is pretty high for 
safety. 

“It is true that millfeeds have de- 
clined a great deal—nearly $10.00 per 
ton from the leve'ls prevailing a few 
months ago, and that they are generally 
lower than at any time in some years. 
This exists in spite of the advance of 
$2.00 or so which took place last week. 
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The low prices of early July may be 
the bottom but there is nothing sure 
about that.” 

As reasons for its belief that millfeed 
prices will decline the federation points 
out that the price of eggs and butter is 
lowest in more than 16 years with the 
exception of a few weeks in 1921; farm 
grains are inexpensive and plentiful; an 
abundant supply of wheat is on hand; 
and commodity prices are generally de- 
clining. 

“Sales departments, figuring on flour 
prices, should keep these things in mind 
and not permit their judgment to be 
swayed by the superficial fact that mill- 
feed prices are considerably lower than 
they were a few months ago. Too much 
enthusiasm in the wrong spot will spoil 
even the best cost card. 
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A Direct-Connected Drive— 
(Type SX Double-Reduction Unit) 


—TO OPERATE— 


our Feed Mill 


Increased Capacity and Power-Savin3 
with a 3-to-5 H. P. Motor 


NoiChains To Break—No Belts To Slip 


Automotive Back-Stop-—-positive in action, yet easily 
released for reverse action. 


Flexible Coupling—Absorbs the shocks from starting 
and from temporary overloads. 


Adapted to steel, wood or concrete construction— 
geared to fit any make and speed of bucket. 


Self-Lubricating—All moving parts run in a bath of oil. 


Type SX is the worthy companion of 
WINTER’S Universal ELEVATOR 
DRIVES for larger elevators—5-to-10 
H. P. and 15-to-35 H.P. Motors. 


inter 
Minneapolis, Minn. Winnipeg, Can. 


Winter’s Pneumatic Dump — Winter’s Pneumatic Door 
Control — Winter’s Full-Floating Boot 
Pulley—Winter’s Steel Boots 


WINTER’S UNIVERSAL 


Direct-Connected 


TYPE ELEVATOR DRIVE 
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HAL FISHER, Northrup, King & 
Co., Minneapolis, recently returned from 
a trip through eastern and southern 
states and reports poor conditions in 
those sections. Mill feeds will be in good 
demand in the near future but the fi- 
nancial situation is such that feeders 
will not be able to finance large 
amounts of feed such as are needed. 


O. A. McCRAE, director of feed sales 
for Pillsbury Flour Mills Co., Minne- 
apolis, spent some time fishing in North- 
ern Minnesota trout streams. 


FAY PARSONS, feed broker, left 
Minneapolis recently for a short vaca- 
tion trip. He will return in two or three 
weeks. 


Carefully Sifted for Feed Dealer Consumption 


Modern vacations are intervals of 
time one takes off to get fatigued so 
that he can appreciate the restfulness 
of his job. 

THE NATURAL POSE 

Photographer: “Your son would look 
more natural if he placed his hand on 
your shoulder.” 


Feed Dealer: “Huh! He’d look more 


Asx HIM...the man who is actually feeding Purina 
Chows! The man who is more interested in his feeding 
costs than in his feed costs...the difference between 
the cost of a pound of feed and the cost of making a 


pound of beef or pork.. 


-a quart of milk.. 


-a dozen 


eggs. The man who knows he can pocket as his own, only 
the difference between the cost and the market day 
price of his products. There’s such man in your very 
neighborhood, perhaps two, a half dozen or more! 


Many words can be written of what Purina Chows 


can do.. 


. but the man who feeds them...he can offer 


you silent testimony of what Purina Chows are doing 


for him.. 


-what they can do for you! Actual feeding 


has proved to him that the Purina Chows way is not 


an expensive way.. 


-it's the easy, common-sense, 


money-making way. Because Purina Chows bring you 


the things your home-grown feeds lack. Together they . 
give you your money’s worth every time! 

Feeding Purina Chows is just a matter of dollars 
and cents...else your neighbor wouldn't feed them. 
Let it be a dollars and cents proposition to you. 


your neighbor tell you! 


» eet 


~SOLD AT THE STORE WITH THE CHECKERBOARD SIGN 
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like himself if he had his hand in my 
pocket.” 


TALKING SHOP 
Amateur Speculator: ‘What 


is my 
temperature, nurse?” 


Nurse: “One hundred and three, sir.” 
Speculator: “When it gets to 1033, 
sell.” 


* * * 


Man wants little here below, 
He isn’t hard to please; 
But a woman wants and wants and 
wants, 
All worldly things she sees. 


CORNHAY WEAKLY NEWS 

Lem Jones, local feed dealer, has a 
novel way of keeping himself cool dur- 
ing hot weather. He just looks at his 
long list of charge accounts and gets 
the shivers. 

Sim Slocum has established a new 
record for tree sitting. His wife chased 
him up there following an argument 
three weeks ago and he hasn’t come 
down yet. 

Judd Perkins’ team of old grays ran 
away the other day and did consider- 
able damage to Judd and the wagon. It 
is reported that they became frightened 
upon meeting another team of horses. 

* * 

“This, ladies and gentlemen,” said the 
guide, “is the greatest cataract in the 
world, and if you ladies will stop talking 


we will be able to hear its thunderous 
soun 
* * * 


UPKEEP COUNTS 
Customer: “But if you are selling 
these cars below cost, where does your 
profit come in?” 
Dealer: “We make our profit out of 
repairing them.” 


x 
Women’s clothes unmake the man. 


MODERN FARMER 

“Jerry ain’t much of a farmer, 
afraid.” 

“Naw, he keeps fooling ’round with 
them there crops so much he don’t half 
tend to his fillin’ station.” 


INDEED NOT 
“Are you a friend of the 


I’m 


Usher: 
groom?” 

The Lady: 
bride’s 
Bulletin. 


“No indeed, I am the 
mother.”—Badger Brand Seed 


* * * 


ONE IS SUFFICIENT 


Pat: “Let me present my wife to 
you.” 

Mike: “No thanks, oive got one of 
me own.” 


& 
| 
— | 
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Large crowds always gather when C. G. Richardson holds his farm rallies. 


Richardson Peps Up Farm Business 
By Holding Farm Rallies 


Rural Folks Flood Store With Orders for Weeks After Event 
Program Features Practical Talks, Animal Exhibits, Dinner 


eer farm rallies has paid 


substantial returns in business to 
C. G. Richardson, Patten, Me. 

Patten is in the midst of a growing 
area for vegetables of all kinds, prin- 
cipally potatoes, and also for grains, 
chiefly hay and oats. It has been 
the aim of Mr. Richardson to increase 
his sales not only within a few miles 
of Patten but within a radius of about 
50 miles. 

Each year for 20 years he has spon- 
sored at least one farmers’ rally. 
He felt that the territory’s production in 
poultry, eggs and in dairy products 
could be increased and has been cam- 
paigning among the farmers against con- 
centrating on any line of products, ap- 
pealing for diversified interests as the 
surest way of making a farm pay well. 

In advance of each of the rallies 
Mr. Richardson compiles a list of guests 
to be invited. This compilation is 
handled with the assistance of his staff. 
Everybody living within 50 miles of the 
store, including the new arrivals, is 
known. There is no directory upon 
which to rely.. The list is based wholly 
on the familiarity with the territory and 
the people living in it. 

Sends Out Invitations 
About two weeks in advance of the 


date chosen for a rally the invi- 
tations are distributed through the 
mails. About 35 different communities 


are covered. Each letter is individual, 
personally dictated and signed by Mr. 
Richardson. The number of these invi- 
tations sent out is now approximately 
750. Only the head of a family gets 
one. 

The farmers are invited to be the 
guests of Mr. Richardson from 9 a. m. 
until 10 p. m. on the day of the 
rally. By noon usually about 600 per- 
sons are on the Richardson property. 
This consists of the store and connect- 
ing storage house and a vacant lot to 


the left, fronting on the street. This 
lot is used as a*free parking space for 
customers. 

Mr. Richardson and, family reside over 
the store. On the roof of his office, 
which was recently added to the main 
buildings a big floodlight is installed for 
rally days. This light is focused 
on the vacant lot which is also illum- 
inated at night by small bulbs strung 
overhead. 

Animals Are Exhibited 

During the morning there are demon- 
strations in the store, in the storage 
house and on the open lot. There are 
also sales talks by Mr. Richardson and 
his staff on the respective values otf 
feeds which the firm handles. On the 
adjoining lot are poultry, cows, sheep, 
pigs, horses. These are all shown as 
examples of the value of the feeds. At 
intervals, the feeds are given to these 
animals and birds to prove they relish 
them. In the sales talks, the names 
and addresses of the owners of the stock 
are mentioned. Each bird and animal 
bears a tag, showing its age and weight 
and how much was gained in a stipu- 
lated period by using the feeds. 

At noon the guests seat themselves in 
relays in the town hall to eat a meal 
which Mr. Richardson has proyided. It 
is a typical Maine farmers’ “dinner’’. 
The women of the Patten branch of the 
Grange wait on the farmers. 

When everybody has finished eating 
the guests are led to the auditorium of 
the town hall. Mr. Richardson intro- 
duces the Patten band which plays sev- 
eral selections. Then he introduces the 
various speakers on the program. In 
addition to the oratory there are vocal 
and instrumental music, readings and 
motion pictures. These are sandwiched 
between the addresses. 

After the program the guests are con- 
ducted back to the feed store by Mr. 
Richardson and the local band plays a 
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march on the way. In front of the 
store the band plays several selections 
and then the demonstrations and sales 
talks are resumed. After about an hour 
of this some entertainment is introduced. 
This takes the form, of a burlesque on 
an old time “hoss” trade in which sev- 
eral men have been rehearsed for sev- 
eral weeks. There have also been intro- 
duced, stunts by trained steers and 
horses. A barnyard golf tournament is 
another attraction. Mr. Richardson of- 
fers a prize of $10.00 for the winner of 
the tournament for the championship of 
Maine, and a prize of $5.00 for second 
place. 

Following the entertainment the bal- 
ance of the time until the closing hour 
at 10 p. m. is devoted to demonstra- 
tions and sales talks with Mr. Richard- 
son and his staff participating. 

Customers Awarded Prizes 

Mr. Richardson arranges with the 
owner of a flock of poultry which is 
recognized as the best in the territory 
to allow the birds to be housed in the 
Richardson premises for convention day, 
providing the owner is a customer of 
the store. The birds are placed on ex- 
hibition as a way of proving what can 
be accomplished with feeds in making 
the best of poultry raising. The owners 
of heavy draught horses are also invited 
to exhibit their horses in hauling logs 
on the vacant lot. Only customers are 
privileged to compete for a cash prize 
offered. by Mr. Richardson. 

Arrangements are made for the use 
of main street on both sides for parking 
the cars of the guests. After dark, the 
interior and exterior of the store and 
the lot are brilliantly lighted. At ir- 
regular intervals the band is heard in 
a selection or two, between the dem- 
onstrations and sales talks. For a fort- 
night in advance of rally day the 
Richardson staff studies to be able to 

(Continued on Page Forty-one) 
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Noted Economic Writer Analyzes 
Federal Farm Board’s Work 


Discovers Little Accomplished in Way of Relief to Date 


Points Out Futile Attempt to Cope With Surplus 


S the price of wheat sinks to 

levels lower than it ever reached 

in history, the federal farm board 
is placed more and more under the spot- 
light of public attention. Grain men, 
farmers, politicians, economists, and 
students of the situation, dubiously 
shake their heads at the futile attempts 
of the board to trifle with the law of 
supply and demand and literally close 
their eyes in the anticipation of the 
disastrous crash of the whole structure. 
Meanwhile, a straggling minority ar- 
dently continues to support the farm 
relief program, placing faith in the 
ability of the zealous champion, Legge, 
to direct agriculture out of the bog. 

One of the most complete analyses of 
the federal farm board’s relief program 
and what it has accomplished to date 
recently appeared in the Saturday Even- 
ing Post. Garet Garrett, noted writer 
and student of economic problems, is 
the author. 

Farm Board’s “Dummy” 

Mr. Garrett calls the Stabilization 
Corp., formed on the spur of an emer- 
gency by the farm board, a dummy or- 
ganization. 

“The Agricultural Marketing Act of 
benign physiognomy,” he points out, 
“authorizes the farm board to specu- 
late in wheat. For this purpose it sets 
up a dummy corporation to be its crea- 
ture. This dummy has no mind, no re- 
sponsibility, no capital—nothing what- 
ever to lose. When the federal farm 
board says for it to do so, it borrows 
money from the government and casts 
it into the wheat pit. It buys not the 
wheat but the options for futures— 
meaning the contract to receive wheat 
at a future date. This it does, of course, 
to support the price of wheat in the 
pit. If the price rises, it may sell out 
in the pit at a profit; if the price falls, 
it may either sell out in the pit at a 
loss or actually receive the grain and 
have that on its! hands to sell. The law 
provides that if the dummy loses the 
government’s money it need not repay 
the loan. That is to say, the loss is 
charged to the United States treasury 
and there is the end of it.... 

“To all this activity the federal farm 
board denies the name of speculation. 
The dummy is called a stabilization cor- 
poration. Therefore, its operations in 
the wheat pit are stabilizing operations, 
tending to stabilize the price. But that 
is what professional speculators have 
always said of their own operations— 
that they tend to stabilize the price and 
that such is the true function of specu- 
lation.” 

Mr. Garrett proceeds further to di- 
sect the farm board plan. Pertinent 
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excerpts of his findings follow: 

“Radical departures do often take 
place in dimness and haste. The most 
adventurous piece of economic legisla- 
tion in our history was enacted at a 
time when the pubilc was inert from 
sheer weariness. The controversy over 
farm relief had reduced it to a state of 
complaisance. Everybody was willing 
that something should be tried. Only 
the extremists in congress were alert. 
They seized the opportunity to load the 
law with strange and_ extraordinary 
powers, partly, no doubt, in a spirit of 
sabotage. If the law was rejected for 
that reason so much the better. If, on 
the other hand, the law was accepted 
in spite of what they had done to it, 
they would have their hands on the 
treasury door knob. 

Law With Two Heads 

“The total result was a law in con- 
flict with itself—a law with two heads 
facing in opposite ways, each with its 
own intention. One was the intention 
to assist agriculuture to help itself. 


Ask Farm Board to Curb 
Foreign Products 


Washington feed dealers have re- 
quested the federal farm board to take 
steps to prevent a cooperative organiza- 
tion in the state from selling bran im- 
ported from Argentina in competition 
with domestic products. They com- 
plained that the importing and sale of 
the foreign product depressed the local 
market and consequently reduced the 
price obtainable by the wheat growers. 

Objection to the cooperative organi- 
zation’s activity was made in a letter 
authorized by the directors of the Feed 
Dealers Association of Washington and 
recently sent to the federal farm board. 

“We believe,” the complaint reads in 
part, “that you (the farm board) are in 
a position to remonstrate with the of- 
ficials of the Washington Cooperative 
Egg & Poultry association with regard 
to these importations and urgently re- 
quest you to do so on behalf of the 
American growers. There is little logic 
in promoting cooperatives as your board 
does when the officials cf that same 


company hold up to their members as a" 


patriotic duty the purchase of feed made 
from foreign materials, dumped here at 
a price unreasonably below the local 
market. 

“In our opinion this places the farm 
board, by inference at least, in the po- 
sition, of encouraging the use of foreign 
products to the detriment of the local 
farmers for whose benefit your board 
is presumed to have been created.” 
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Problem 


That may be called the Hoover idea. 
The other was the intention to crash 
the United States treasury for the far- 
mer. This may be called the radical 
farm bloc idea. 

“Agriculture has never been able to 
control the surplus for the simple rea- 
son that it never has been able to ra- 
tionalize production. Well, neither is 
the law able to touch production. The 
federal farm board with all its powers 
cannot act upon production, that is to 
say upon surplus at the source, except 
by exhortation. 

x 

“What did the farmer say? He said: 
‘when wheat was $1.50 the government 
told us to hold it. Now it is $1.25 and 
what is the government going to do 
about it?’ 

* 

“The federal farm board refers to the 
Grain Stabilization Corp. as ‘this far- 
mers’ organization.’ That it is a far- 
mers’ organization is true only in a 
technical sense; all otherwise it is limp 
fiction. Who is it that says what the 
Stabilization Corp. will do? It is the 
federal farm board. Where was the 
Grain Stabilization Corp. created? On 
the desk of the federal farm board. 
Where did the decision lie to buy May 
futures to whatever extent was neces- 
sary? In the mind of the Grain Sta- 
bilization Corp.? No; in the mind of 
the federal farm board. The Grain Sta- 
bilization Corp. says nothing. It has 
not even the voice to defend itself 
against the charge that what it is doing 
is nothing else than speculation. 

* * 

“There is a farm problem, both real 
and unreal; both economic and political. 
The Agricultural Marketing Act as a 
whole ig the strongest approach so far 
made to a rational solution of it. No 
fair conclusions are yet possible. It is 
too soon to pass judgment on an eco- 
nomic experiment of such magnitude. 
It may turn out to be a mistaken ex- 
periment in principle, in which case we 
shall be lucky to have it made while 
we could afford it and to have put it 
behind us. On the other hand, it may 
turn out that farmers will learn to sup- 
port it intelligently and make it work; 
in which case the initial errors and loss- 
es will soon be forgotten. The imme- 
diate misfortune is that all effects are 
in dispute, even on their merits. 

“The more profitable you will make 
it (farming) the greater the tempta- 
tion will be to produce a surplus. That 
is what the federal farm board is facing 
without power.” 


New 


Larro flies higher—higher—constantly finding new sales altitudes! 


Since the first sack of Larro Feed was sold in 1912, Larro Demand 
has forced Larro Sales into higher and higher altitudes each year. 
The splendid work of Larro Research Farm in the development 
of unfailing greater profit over feed cost— Larro’s common sense, 
aggressive merchandising — combine to establish Larro Feeds as 
leaders in both feeder and dealer profit wherever they are sold. 


Feeder Enthusiasm and Dealer Confidence are the direct result of 
the unvarying quality and uniform high profit over feed cost built 
into every Larro Feed. They are what Larro ideals of manufacture 
ia have earned—they are the factors that build increased Larro Volume 


for Larro Dealers year after year. Every resource of the entire Larro 

Organization is constantly exerted to keep this confidence by treat- 

' ing all dealers with the same consideration, under the same terms, 
and by working for each to the same end—Dealer Profits! 


Write for information about the Larro Franchise in your territory— 
find out how far Larro goes to raise your profits to higher altitudes! 


THE LARROWE MILLING COMPANY 
_ DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


Tat Lannowe 
ro 


Larro Family Flour 
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Informed Poultrymen Demand 
Natural Vitamin D in All Feeds 


The successful dealer will tell you that his trade is becoming Vitamin 
conscious. Informed poultrymen are insisting on an adequate Vitamin 
Guarantee with Starting, Growing and Laying Mash. They prefer 
natural Vitamin D from codfish, the value of which has been demon- 
strated both by scientists and by practical poultrymen. 


NOPCO-X and NOPCO-XX Meet Modern 
Requirements at Lowest Cost per Ton 
of Feed Manufactured 


NOPCO-X and NOPCO-XX contain Vitamins A and D derived ex- 
clusively from codfish. They are produced under the Columbia Uni- 


= versity patented process 
| which makes possible 
auniform high potency. 
Because less is required, 
gimme these oils are more eco- 
PRODUCTS COMPANY nomical touse. Nearly 

§8=500 manufacturers of 
poultry and animal 
feeds have adopted the 
NOPCO plan for assur- 
ing Vitamin sufficiency 
at lowest cost per ton of 
feed mixed. 


Let NOPCO Advertising 
Inerease Your Feed Sales 


NOPCO Certificates of Vitamin potency which we supply free to 
our customers are a powerful sales aid. They put the power of our 
national advertising in the poultry papers back of your brand. 


NOPCO Tank Cars 


We own and operate Tank Cars for handling large shipments promptly. 


Before signing any contract for cod liver oil, get full details of 
the NOPCO plan. Write us today. 


NATIONAL OIL PRODUCTS COMPANY.. nc 


EXECUTIVE OFFICES HIARRISON, N. J. BOSTON. MASS. CHICAGO. ILL. 
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Successful Ideas 
For Attracting 
Feed Business at 
Country Fairs 


ARKERS will soon cry their 

wares from concession stands at 

country fairs. Country folks will 
gather by thousands at their respective 
community centers to enjoy the enter- 
tainment and participate in the innu- 
merable games of chance attendant with 
the annual festivities. Aside from 
seeking recreational features at county 
fairs, however, the real, progressive 
farmers have a more serious purpose. 
They come to view the products of their 
fellow countrymen, to gain new ideas 
about farm equipment and methods 
and they go back home remembering 
and applying what they have observed. 
To them, the county fair is an educa- 
tional as well as a recreational’ institu- 
tion. It is a great agricultural exno- 
sition. 

Exhibits at Fairs 

Feed dealers will find excellent oppor- 
tunities to advertise their products and 
win new patrons at county fairs. An ex- 
hibit, cleverly arranged, and offering an 
attraction as well as a practical and 
profitable idea to the farmer will more 
than repay the time and effort spent in 
its preparation. 

Many dealers have used booths at 
county fairs with remarkable success. 
Among the outstanding display ideas is 
that used by C. S. Dernbach, Wausau, 
Wis. Mr. Dernbach has constructed a 
mechanical cow which lowers and raises 
its head into a sack of feed. Seated at 
the udder of the cow is a mechanical 
man who, to all appearances, is coax- 
ing milk from bossy into a pail. 

Mr. Dernbach has exhibited the de- 
vice at numerous county and state fairs. 


He surrounds it with an attractive dis- 
play of feeds and distributes literature 
from within the booth. The motion of 
the cow and the realistic action of the 
farmer attracts fair goers to the dis- 
play. Mr. Dernbach is kept busy an- 
swering questions about the device. 
Conversation naturally drifts to feeds 
and feeding. He is thus able to inter- 
est many new customers in his product. 
Gets Feeders’ Names 

In connection with the exhibit Mr. 
Dernbach frequently conducts a guess- 
ing contest. Visitors at the booth are 
presented with a card and asked to write 
their name and address, and the num- 
ber cf cows, chickens, horses and hogs 
kept on their farm. They are also re- 
quested to compete for prizes by guess- 
ing how many times the mechanical 
cow will lower her head into the sack 
during the time of the fair. Stubs are 
deposited into a box and the persons 
guessing nearest to the exact number 
of times are awarded flour and feed for 
prizes. The guessing contest furnishes 
Mr. Dernbach with a valuable list of 
customers and prospects and wins im- 
mediate as well as future business for 
him. 

Another dealer obtains a large amount 
of advertising and publicity by conduct- 
ing a rooster contest at the fair. He 
offers a prize of $20.00 and $15.00 for 
the heaviest chanticleers brought to his 
booth. The entries are ‘displayed in the 
foreground with the feed exhibited con- 
spicuously in the rear. This contest at- 
tracts many farm folks and creates un- 
usual interest and comment during the 
fair. The same idea may be used with 
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C.S.DERNBAC 
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These two exhibits have obtained 
excellent results at county fairs. 
Above is the display used by C. S. 


Dernbach, Wausau, Wis. His me- 

chanical cow is shown in the fore- 

ground. At the left is the attrac- 

tive exhibit used last year by the 

— Milling Co., Menomonie, 
is. 


eggs or hens and other farm products. 

One dealer in a _ progressive rural 
community made a big hit at the coun- 
ty fair by announcing prizes in mer- 
chandise for persons who could guess 
the nearest to.the number of kernels of 
corn two roosters, nicknamed “Jerry” 
and “Tom’’, could eat in one minute. 
When the time for the big match ar- 
rived, the booth was almost submerged 
by the crowd. Considerable betting was 
done between the backers of Tom and 
the boosters for Jerry. The match was 
conducted amid loud cheers as the roost- 
ers beat a tattoo with their bills and 
guzzled the corn. The winners who 
guessed nearest were hailed in triumph. 
Newspapers in many sections of the 
country carried stories about the event 
and the dealer received columns of good 
advertising for no additional! cost. 

Another dealer arranged an impressive 
exhibit of his feeds by displaying two 
hens. One was a healthy, vigorous bird 
and the other a lean and wasted chicken. 
Above the ill specimen he placed a card 
reading, “THIS HEN FED ON FREE 
RANGE,” and above the prize bird the 
sign read, “THIS HEN FED ON 
OUR EGG MASH.” The dealer’s pro- 
duct was conspicuously displayed and 
literature telling poultrymen how to 
make more money, was distributed. 

Dairy Exhibit Ideas 

An effective attention getter was re- 
cently used at a state fair by a wide- 
awake dealer. He requested the manu- 
facturers of his feeds to send him as 
much literature as possible on hogs, 
cows and poultry. He arranged the 
pamphlets in an original way to form 
the letters of his firm name on a col- 
ored background. In the foreground of 
the booth he arranged a display of the 
feeds. The folder idea cailed attention 
to the name of the dealer, the product 
and the literature, which was freely dis- 
pensed. 

The Wisconsin Dairy Herd Improve- 
ment association in one of its recent 
bulletins calls attention to several coun- 

(Continued on Page Forty-three) 


Page Seventeen 


4 
F 
“= 
a 


Advises Dealers to Go on Cash Basis 
When Book Accounts Are Low 


Finds Advance Notices Important in Putting Plan Across 
Feed Man Surveys Methods Used by 19 Non-Credit Stores 


HEN is the best time to go on 

a cash basis? Should a deal- 

er plunge into the new plan at 
once or should he make the change 
gradually? How shall the old accounts 
be handled when the cash basis is in 
operation? 

J. A. Chisholm, McKean, Pa., recent- 
ly made a survey of 19 feed stores in 
the territory where he represents the 
Kasco Mills to learn the answers to 
these questions. He revealed the re- 
sults of his investigations at the recent 
convention of the Ohio Grain, Mill & 
Feed Dealers association in his 
talk entitled “Cash vs. Credit.” 

When to Make Change 

“The best time to go on a cash basis,” 
Mr. Chisholm said, “is when your book 
accounts are the lowest. The first cash 
feed dealer whom I visited reported 
that he had made the change during 
the season when farmers’ milk checks 
were largest and when they were best 
able to pay. But in visiting other feed 
stores I found that those who were 
most successful in following the plan 
were the dealers who changed when 
their book accounts were lowest.” 

Mr. Chisholm discovered in his sur- 
vey of the 19 stores that dealers who 
plunged directly into the new plan were 
most successful. He found that those 
who adopted the system gradually ex- 
perienced more difficulty in convincing 
the farmers that the cash basis was for 
their benefit as well as that of the re- 
tailer. 

Mr. Chisholm also learned in his sur- 
vey that dealers who gave the longest 
notice announcing their change in pol- 
icy had the least difficulty in putting it 
over. Ninety days was considered the 
most effective length of time. 

Give Sufficient Notice 

“The most important matter to be 
considered,” said Mr. Chisholm, “is the 
advance notice that you give your cus- 
tomers. First of all, you must sell the 
idea to your own organization. Get 
your entire force acquainted with the 
plan, since they come in constant con- 
tact with customers. Then send mail 
notices to your trade and advertise in 
your local paper. The more publicity 
you can give the plan, the easier it will 
be for you to put it over. 

“T Would advise a personal call on all 
of the best customers. In a brief visit 
you can clearly explain your reasons 
for going on a cash basis and hold the 
business of these preferred patrons.” 

Mr. Chisholm further explained that 
many dealers are at a loss to know what 
to do with old accounts after they have 
changed to a cash basis. In his survey 
he discovered that several feed store 
owners had followed a _ plan which 
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worked successfully. 

Shortly after the change was made, 
Mr. Chisholm explained, these dealers 
made personal visits tc all customers 
with overdue accounts. They obtained 
a signed note, payable in 90 days. In 
a brief time a majority of the old ac- 
counts were settled. 

Set Definite Time 

“In handling this problem,’ Mr. Chis- 
holm asserted, “it is important to estab- 
lish a definite time at which the money 
is to be paid and to take action if the 
customer disregards it. By accepting a 
90 day note the customer feels that you 
are giving him ample time to pay his 
bill, and he will usually live up to his 
promise. But if he does not, be sure 
to take some definite action.” 

It was further discovered in the sur- 
vey made by Mr. Chisholm that the 
dealers who clearly pointed out the dif- 
ference between the former credit price 
and the cash price and the apparent 
saving which was made possible, had 


Annual Poultry Income 
Is $1,175,000,000 


Growing importance of the poultry in- 
dustry is pointed out in the results of 
a survey recently conducted by the 
United States Bureau of Home Eco- 
nomics. The total annual income from 
eggs and chickens is $1,175,000,000. 

Poultry is raised on more than 86 
per cent of the farms in the country. 
Over 2,500,000 dozen eggs and 500,000,- 
000 chicks are produced annually. There 
are more than 6,000,000 separate flocks 
in the country, including 442,000,000 
chickens. 

During the past few years, it was re- 
vealed in the survey, poultrymen have 
taken a greater interest in the indus- 
try and are adopting modern housing 
and feeding methods and greatly inten- 
sifying production. Poultry products 
were exceeded in value in 1928 by four 
products only—corn, milk, swine and 
cotton. 


EARL ELMORE, Elmore Milling 
Co., Oneonta, N. Y., is an aviation en- 
thusiast and a skillful pilot. C. P. Clark, 
Quaker Oats Co., Chicago, visited One- 
onta recently and Mr. Elmore volun- 
teered to pilot him to Utica where he 
could catch the Century. The weather 
was stormy, which lengthened the trip 
but it was made safely and Mr. Clark 
was in Chicago the next morning. 


WILLIAM KUEHN, of the Minne- 
apolis hay, seed and feed bureau, United 
States department of agriculture, re- 
cently returned from a lecture trip 
through Iowa. 
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the greatest success. 

“When you change to a cash basis,” 
he declared, “impress on the farmers 
that the new plan will enable them to 
save money and will help you to give 
better service. This fact should be 
pointed out in your notices and adver- 
tising and should also be told to your 
customers when they come into the 
store. It will be a great help in making 
the cash basis work successfully. 

Price Factor‘ Important 

“In pricing your goods you should not 
consider just how much profit you 
should add to the cost of the goods 
before the customer would refuse it, 
but rather how much you can give the 
customer for his money with a fair re- 
turn for yourself. The pricing of feeds 
naturally starts at the time they are 
purchased. If you buy wisely, you can 
pass the savings on to your customers, 
and will enable them to make more 
money. Remember that after all, your 
business depends on the prosperity of 
your customers.” 

Mr. Chisholm called attention to the 
results obtained in his investigation of 
four feed stores which operated on a 
cash basis. He pointed out that the 
dealer who gave sufficient notice and 
placed his old accounts on a note-pay- 
able basis was the most successful. The 
facts on the four stores follow. 

No. 1—On a cash basis for 18 
months, did not give advance notice; 
loss in business first month, 50 per cent; 
second month, 40 per cent; normal at 
end of four months; volume now above 
normal; took no notes; more than half 
of old book accounts still uncollected. 

Store No. 2.—On _ cash_ eighteen 
months; no advance notice; sales re- 
duced one-half during the first two 
months; normal at four months; now 
better than average; took no _ notes; 
old accounts not yet collected. 

Store No. eighteen 
months; 30 days notice; 15 per cent 
loss for first month; back to normal 
at four months; took no notes; old ac- 
counts $4,000, of which $1,000 is still 
outstanding. 

Store No. 4.—On cash six months; 
60 days advance notice; no loss in busi- 
ness; all old accounts placed on 90-day 
notes which are nearly all paid: volume 
of business far ahead of last year. 

It is evident by the comparison that 
store No. 4, although it had been on a 
cash basis for only one-third of the time 
as compared to the other three, achieved 
far greater success with the cash basis. 
The reasons were the allowing of a 
sufficient time for notice of change, 
close cooperation of the entire organiza- 
tion and the placing of old accounts on 
90-day notes. 
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SIMPLE 
COMPACT 
UNIT... 


Damaged grinding machinery, dangerous impurities in finished 
product, dust explosions—these are the possible results of 
tramp iron. Nails, bolts, nuts, razor blades, spikes and even 
large tools stray into raw material and are a constant source of 
danger. A tiny tack is often the cause of dust explosion while 
a boit ray work serious havoc with costly grinding machinery. 
Large mills protect themselves with adequate magnetic sep- 
aration equipment, but small feed mills find such equipment 
prohibitive in cost and sometimes difficult to install. 


The Stearns High Duty Type GS Spout Separator illustrated 
above provides full and positive magnetic protection at low 
cost. The complete device is attached directly in the spout and 
when tramp iron has collected in sufficient quantity, it is re- 
leased by cutting off the current, which automatically opens a 
trap door in the separator and discharges the collected tramp 
iron. This is a practical safety feature, as failure of the elec- 
tric current automatically springs the trap, dropping tramp iron 
and preventing its dispersal into the grain. 


The Type GS Separator is a complete self contained unit, all 
metal construction and fully enclosed. Its cost puts it well 
within reach of every mill. Get the complete facts; return 
the coupon below. 


MAGNETIC MFG. COMPANY 


277 23rd Avenue Milwaukee, Wisc. 


| ™ Please send me, without obligation, 
Magnetic Separator. 

| Width of Spout ............... 

Write for this valu- | Kind of Material ...........+. 
| Electric Current Available 
for flour, feed and | Address. 


cereal mills. 
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THAT PROVIDES FULL 
AND POSITIVE 
PROTECTION AGAINST 
THE DANGERS OF 
TRAMP IRON 


Open view of Type GS Stearns High 
Duty Magnetic Spout Separator show- 
ing magnetically operated baffle plate 
(A), magnet construction and auto- 
matically operating tramp iron trap 
(B), open for iron discharge. Baffle 
plate is kept in vertical position by 
magnetic attraction and serves to 
spread grain evenly over magnetized 
surface of tramp iron trap gate. 


Bulletin No. 90 and complete facts on Type GS i 
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~and then he 
Stays Sold! 


ES Sir, that’s one nice thing about being a Quaker Dealer. Once 
a customer starts using stock and poultry feed from these striped 
sacks, the hard part of the job is done. He Stays Sold and keeps 
coming right back for more. The reason? That’s easy to figure out. 
Consider the general excellence of all Quaker feeds. Consider, there 
is a Quaker feed specially mixed for every purpose. Then consider 


the continuous advertising campaign that keeps tapping Quaker feed 
facts home to the customer’s mind. 


No Sir, there isn’t anything strange about his coming back. That’s 
just a part of the carefully arranged Quaker plan. And it certainly 
works to the Quaker Dealer’s profit. Write us a postal card today, 
and we will tell you more about why he “‘stays sold.” 


THE QUAKER OATS COMPANY, Chicago, U.S.A. 
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MUTUAL MILLERS Two feed trade associa- 
MICHIGAN CONVENTIONS tions, not as large as some 

but with unexcelled rec- 
ords of service to their members and the industry, will hold 
annual conventions this month. 

The Michigan Grain, Feed & Hay Dealers association 
will meet for one day only at the Hotel Hayes, Jackson, 
Michigan, Wednesday, August 20. 

The Mutual Millers & Feed Dealers association will 
hold a two-day convention at the Hotel Elmwood, Conneaut 
Lake Park, Pa., Thursday and Friday, August 21 and 22. 

Tracy J. Hubbard, Lansing, secretary and treasurer of 
the Michigan association, is planning a well balanced pro- 
gram and expects a good gathering at Jackson on August 
20. President L. E. Marshall, also of Lansing, will preside 
at the sessions which will be held in the morning and after- 
noon and during the luncheon period. David K. Steen- 
bergh, managing editor of The Feed Bag, Milwaukee, will 
talk on “Progress of the Cash Basis” at the luncheon 
meeting. 

The Mutual Millers & Feed Dealers association is one 
of the oldest organizations in the feed industry. Its con- 
ventions are always well attended and considered of great 
value to the feed dealers of New York and Pennsylvania. 
“The convention this year will be the best in our history,” 
writes C. C. Folts, West Valley, N. Y., secretary of the 
organization. 

Feed dealers of New York, Pennsylvania and Michigan 
are urged not to miss attending one of these two conven- 
tions. The programs are sure tu be inspi:aducnal, it is bene- 
ficial just to get away from your business occasionally and 
it is profitable to make friends and acquaintances among 
others in your industry. The making of friends and mixing 
with cthers in your trade is most important. Feed dealers 
who “talk shop” together will always learn something from 
each other. 


MAKING FEEDS— Compounding of rations for live- 
AN EXACT SCIENCE stock and poultry is now an ac- 

knowledged science. The appli- 
cation of chemistry and careful study and analysis by actual 
feeding has resulted in an exactness in the manufacturing 
of feeds at which the world can justly marvel. Farmers 
who buy quality commercial rations produced by reliable 
firms can be assured that the ingredients are uniform and 
properly blended and are tried and tested to produce 
maximum results. 

Millions of dollars are spent annually by feed manu- 
facturers in maintaining chemical laboratories and experi- 
mental farms to obtain uniformity and quality in their 
products. Continued progress in the field of nutritional 
science is being made. 

Raw materials and ingredients purchased from various 
sources by the manufacturers often vary in quality and 
content. Chemists employed by the firm subject the incom- 
ing products to tests in the laboratories. All of the ingre- 
dients are required to meet a definite set standard, in quality 
before they are permitted to be used in the rations. One car- 
load of cottonseed meal, for example, may be low in protein, 
another relatively high. The two are blended to meet the 
standard set by the manufacturer so that the proper protein 
content is assured. No guesswork goes. 

Inside of many feed manufacturing plants throughout 
the country, powerful magnets extract foreign substances 
from the feed before it is sacked. Should this process be 
neglected the health of many animals would be seriously 
impaired and fatal consequences might often result. In mix- 
ing the rations, the same quantity of ingredients, weighed 


to minute exactness, goes into each sack. The first bag of . 
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feed that is filled from the mixer contains the same food 
elements in equal proportions as the hundredth or thou- 
sandth sack. 

All of these developments are a far, far cry from the 
crude home mixing methods. They are accomplishments of 
which the manufacturers may justly feel proud. They have 
resulted in products which dealers should be proud to 
handle. 

Farmers today are getting better feeds than they were 
ever able to buy in the history of agriculture. With the 
continued progress registered in the science of compound- 
ing rations even better results may be expected in the 
future. 


When business is dull, the firms which suffer 
most are those which make a practice of 
selling on a price basis. 

It pays to manufacture and sell quality products. Qual- 
ity buyers are the cream of the trade. They are usually 
well established persons and firms and the last to be affected 
by poor business conditions. Price buyers, in contrast, are 
usually the first to be affected. 

While the figures may differ for different products, one 
large industry has analyzed sales over a period of several 
years and finds that “dirt cheap” buyers total 10 per cent, 
ordinary price buyers total 35 per cent, standard quality 
buyers total 40 per cent and de luxe quality buyers total 
15 per cent. 

It is sometimes wise to take stock coolly of this price 
hysteria and to remember that there still exists a bigger 
quality market. 


QUALITY 
VS. PRICE 


ADVERTISING Soda fountains and restaurants are 
FOR FARM RELIEF literally ablaze with elaborate ad- 

vertising cards and signs inducing 
the patron to refresh himself with Coca Cola or to imbibe 
freely of this and that body-building, pep-producing drink. 
Hardly a word is said about milk. It rests modestly in the 
depths of soda fountain containers and is served only on 
the self-created demand of the patron. It is evident that 
the advertising of milk, which takes a back seat for no drink 
from the standpoint of health and wholesomeness, is sadly 
neglected. 

Here is a real opportunity for the federal farm board 
to perform a constructive, helpful service to bring relief to 
the farmer. It can sponsor a national advertising cam- 
paign to create a greater demand for agricultural products. 

It has been suggested that farmers organize a nation- 
wide cooperative with a small membership fee for the pur- 
pose of advertising their commodities. As a producer 
owned and producer controlled organization, they would 
then be eligible to receive financial cooperation from the 
farm board. By this means they could conduct an extensive 
adverti§ing campaign which would create greater demand 
for agricultural products and would eventually absorb the 
surplus and increase the price. 

Launching of a cooperative movement of such large scope 
requires aggressive leadership and consistent promotion. 
The feed industry, because it is closely allied to the farmer 
and depends to a large measure for its success upon the 
welfare of rural patrons, can profitably initiate steps for the 
campaign. Contact of dealers and manufacturers with 
farmers and their organizations can be effectively employed 
to encourage the cooperative advertising plan. 

Every movement must have a start. The feed industry 
will be doing a valuable service to the farmer and will be 
building for its own future welfare if it seriously considers 
and promotes a nation wide advertising campaign to in- 
crease the sale of agricultural products. 
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CASH PAY for the 
Miracle 


Pay for this wonderful cold molasses process en- 
tirely out of your profits. We have found that 
the credits we have extended in the sale of the 
MIRACLE MOLASSES PROCESS are 100% 
good—everybody makes money and is enabled to 
pay for the process out of their profits. 


So if you have the grinding equipment— it does 
not matter what kind of grinding machines you 
may have—we will sell you the size MIRACLE 
MOLASSES PROCESS you may need without 
any cash payment and give you two years in which 
to pay for it. 


If you have no grinding equipment we will sell you the most efficient, largest producing and 
best built hammer mill, THE MIRACLE ACE HAMMER MILL, on terms that will enable 
you to soon pay out on it. 


Remember our Service Department will tell you 
all you have to know about making sweet feeds, 
all about how to do, for the first time, custom 
sweet feed milling. There are no secrets about this 
business. We will show you how you can make 
better and cheaper sweet feeds than are or can be 
shipped into your community—no competition to 
fear. 


Here is your opportunity to get into the most 
profitable part of modern day milling—more 
millions have been made out of manufacturing 
the balanced sweet feed ration than ever were 
made out of flour milling. 


Write us at once, today, about your situation and requirements, let us send 
our booklet, the ‘‘Miracle Sweet Feed System,” and follow it with one of 
our engineers to figure on your installation. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Eastern F ederation Names Winners 
Of Merchandising Contest 


Thorpe, Baker & Co. Awarded Trophy for Best Sales Plan 
James H. Gray Milling Co. Receives Advertising Prize 


HORPE, BAKER & CO., Car- 

bondale, Pa. won the silver 

trophy offered by the Eastern 
Federation of Feed Merchants for the 
most successful and practical plan of 
merchandising and the James H. Gray 
Milling Co., Springville, N. Y., was 
awarded the prize for the best adver- 
tising plan. Announcement of the win- 
ners was made at the federation’s re- 
cent annual convention. 

The contest which began a year ago 
stimulated unusual interest among the 
members and demonstrated their wil- 
lingness to share successful business 
ideas with fellow merchants. Another 
contest will be conducted during the 
ensuing year, the federation reports, 
and awards will be- made at the annual 
convention next summer. 

Prize Winning Sales Plan 

The prize winning sales promotion 
developed by Thorpe, Baker and Co., 
includes a complete directory of farm- 
ers and users of feeds, a credit record, 
a postcard order blank and a complete 
system for following-up customers and 
prospects. 

“When we first put this system into 
operation,” said Leroy Thorpe, pres- 
ident of the firm, “we made a personal 
canvas of the territory that we wished 
to cover. We called on every farmer 
that we considered a good prospect and 
listed the number of horses, cows, hogs 
and chickens he owned. We also noted 
the name of his present dealer and 
whether he would consider buying from 
us. These were filed according to ru- 
ral delivery and called our prospect list. 

“We put a man on the road cover- 
ing this territory. He sees every pros- 
pect at least once in two weeks, while 
the majority are called upon each week. 

_ Make Buying Easy 

“As soon as we obtain a prospect 
for a customer we transfer his name to 
a customer list. The customer card 
lists the terms of credit, limit of credit 
and whether he owns or rents his farm. 
These are filed alphabetically for easy 
reference. 

“In out-of-the-way places where it is 
impossible for us to call frequently, we 
furnish our prospects with prepaid post 
card order blanks. We keep the pros- 
pect well supplied with the cards. All 
that is necessary is to mark the amount 
before the feed wanted and hand the 
card to the postman. We pay the 
postage when it is returned to us. If 
different ingredients are to be mixed, 
check is marked after them. 

“The work of filling out our prospect 
and customer cards is left to the man 
covering the county territory. As a 
check for ourselves in the office we 


W.R. Baker, Leroy E. bs and R. Douglas are the officers of Thorpe, Baker & Co., 


which won first prize for the 
contest. 


have a map about 2 by 3 feet hanging 
on the wall. Every farmer’s name and 
address is marked on it. This map is 
divided into six zones and our country 
man covers one zone each day. 

“On this map we use red and green 
pins, the red pins denoting a customer 
who buys all his feed from us, and the 
green pin showing that he buys only 
part of his feed from us and is not 
yet a full fledged customer. Names 
having no pins are still considered pros- 
pects and we continue to concentrate 
our efforts on them. 

“We deliver in the country at a cost 
over our cash and carry price at the 
mill. We find that by zoning our ter- 
ritory and assigning days for delivery 
in each zone that we minimize delivery 
cost. It is not necessary to be driving 
continually from one part of the coun- 
try to the other. Each section is thor- 
oughly cleaned up as we go along. 

Never Knock Competitor 

“In addition to having a man con- 
tinually covering the country trade we 
frequently make trips ourselves. Some- 
times we call with our salesman and 
sometimes we go alone to make per- 
sonal contacts. We consider this one 
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st sales plan in the Eastern Federation merchandising 
Mr. Baker, seated, is proudly displaying the trophy. 


of the most important parts of the 
system. 

“We never knock a competitor or his 
merchandise. We are too busy con- 
centrating our efforts on selling our 
own feeds.” 

Thorpe, Baker & Co. started in busi- 
ness in 1925 by buying out a flour con- 
cern which had practically no country 
feed business. By 1928, with the help 
of this sales promotion plan, the gross 
business had been increased nearly 
three times above that of the first year. 
At the close of 1928 their gross busi- 
ness was double that of the preceeding 
year or practically six times as great as 
in 1925. 

Quality feeds are handled by the firm 
and this point is continually stressed. 
To supplement the personal service a 
mimeographed magazine called “Feed 
News” is sent to the trade each month. 
All advertising is done through the 
magazine which is prepared in the 
firm’s own office. 

The final step in the firm’s system of 
sales promotion concerns collections. 
Seventy-five per cent of the country 
business is done on credit. With a man 

(Continued on Page Forty-four) 
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FEDERATION NEWS 


PUBLISHED FOR ALL WIDE AWAKE EASTERN FEED MEN 


Will Support Bill to Repeal 
Agricultural Marketing Act 


NDER the energetic leadership 

of Fred M. McIntyre, Potsdam, 

N. Y., president, the Eastern 
Federation of Feed Merchants is mak- 
ing its plans to promote legislation fa- 
vorable to the trade. 

The first move is to support the Ellis 
bill (HR 12969), sponsored by Repre- 
sentative Ellis of Missouri, which would 
repeal the agricultural marketing act. 
The members of the federation will 
shortly receive a bulletin on the sub- 
ject and will be asked to assure Con- 
gressman Ellis of their cooperation. 
Copies of the bill are available to mem- 
bers. 

Representatives from New York, 
New Jersey and Pennsylvania will be 
asked by the federation to vote favor- 
ably on the bill. Individual dealers 
should urge the congressmen from 
their sections to uphold it. 

A complete survey of the agricultural 


Warren K. Gulick 


The sudden death of Warren K. 
Gulick, Perkasie, Pa., July 22, has sad- 
dened his hundreds of friends in the 
feed business. He was 46 years old. 
No convention of the Pennsylvania feed 
men was complete without Mr. Gulick. 
He served on committees and labored 
diligently to assist the trade. Possess- 
ing a good voice, he was appointed 
song leader for the meetings of the 
Southeastern Pennsylvania association. 
In 1929 he acted as song leader at the 
convention of the Eastern Federation 
of Feed Merchants at Binghamton, 
N: 

No finer tribute could be paid to him 
than the one contained in a letter from 
one of his customers. “He was a gen- 
tleman and one of the most respected 
salesmen that called on the trade. He 
had a ready wit, always had a smile 
and an optimistic disposition. When 
he came to our store we stopped all of 
our work to enjoy his enthusiasm and 
learn from him some new trade prac- 
tices that he had picked up in his 
travels. Everybody liked Warren 
Gulick.” 


HARRY D. ARCHER, well-known 
feed dealer of Andes, N. Y., died on 
July 6. He had been active in the in- 
terest of the trade and enjoyed a large 
business. The Eastern Federation of 
Feed Merchants, of which he had long 
been a member, through its executive 
committee adopted a resolution of sym- 
pathy. 
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laws of the three eastern states repre- 
sented by the federation is being made 
by the officers and it is expected sev- 
eral changes will be recommended, es- 
pecially as they pertain to state aid to 
cooperative organizations that carry on 
competing lines of business. 

“It is our idea,” said Mr. McIntyre, 
“that the state can best aid the farmers 
by giving them assistance in problems 
of farm management, crop information 
and similar lines. When the state 
authorizes its employees to assist in 
aiding a business—cooperative or other- 
wise—we cannot sit by and accept such 
action placidly. Any business supported 
by or for farmers or others should be 
entirely self-supporting and to give 
financial or material aid is not the in- 
tent of the state laws or the tax pay- 
ers.” 

The federation has been unusually 
active in legislative fields during the 
past year and plans to enlarge its pro- 
gram this season. 


NORTHEAST FEED MILL, Min- 
neapolis, recently finished construction 
of a new warehouse unit to replace the 
one destroyed by fire last month. 


FEDERATION TO 
SELECT BOARD 
OF GOVERNORS 


BOARD of governors, with rep- 

resentatives from each terri- 

torial district in New Jersey, 
New York and Pennsylvania, will be 
appointed by Fred M. McIntyre, Pots- 
dam, N. Y., president of the Eastern 
Federation of Feed Merchants. Pres- 
ident McIntyre is examining the mem- 
bership list carefully for active mem- 
bers and has asked the board of direc- 
tors to assist him in his selection of 
governors. 

The board of governors will repre- 
sent the federation in the various dis- 
tricts and will be responsible for or- 
ganizing the dealers into district clubs. 
The officers believe that by a close 
unity of all feed organizations the trade 
will be materially improved and unfair 
practices eliminated. When the board 
of governors meets it will adopt a pro- 
gram to guide its activities for two 
years. 

“We believe the board of governors 
will do more to bring an interchange 
of trade ideas and adoption of a high 
standard of trade ethics than anything 
we have ever attempted,” said Mr. 
McIntyre. 


Is Chosen 


For Mid-Winter Convention 


HE mid-winter convention ofthe 


Syracuse, N. Y., 
Eastern Federation of Feed 
Merchants will be held at Syra- 


cuse, N. Y., instead of Binghamton, 
which has been the scene of the winter 
meetings for several years. The change 
is being made to accommodate the 
members of the northern sections who 
find it difficult to reach the latter city. 

Frank T. Benjamin, Canastota, N. Y., 
treasurer, has been busy making the 
preliminary plans for the meeting 
which will be held during February. 
Tentative dates of February 19 and 20 
have been selected but before the final 
decision is made the committee will 
check possible conflicting conventions. 

Headquarters will be maintained at 
the Hotel Onondaga where all meetings 
will be held. The Syracuse Chamber 
of Commerce is cooperating and pre- 
paring special badges and other novel- 
ties to welcome the visitors. 

Syracuse is centrally located in the 
Empire state and is easily reached by 
rail, bus and automobile from all sec- 
tions served by the federation. The 
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program is already being prepared and 
the committee is determined to make 
it the best from a business standpoint 
that has ever been held. 

“Keep Business Booming” will be 
the keynote of the convention and 
speakers will be scheduled who can 
bring practical ideas. One afternoon 
will be devoted to a feed dealers’ school, 
a plan that has been successfully used 
by the Central Retail Feed association. 

A booster committee of 100 will be 
appointed to assist at the convention 
and to insure a large attendance from 
each section. As a part of the prelim- 
inary program, a comprehensive drive 
for members will be conducted. 


KASCO WAVERLY CONVENTION 

Discussions of important business 
problems by dealers and members of 
the sales staff featured the sales con- 
vention held by Kasco Mills, Inc., Wa- 
verly, N. Y., July 25 and 26. Follow- 
ing a full day of busy sessions those 
who attended gathered for a banquet 
at the Norwood hotel Friday evening. 


| 
| 
| 
\ 
| | 


the new small 
Reef Brand Packages 


As you probably know, Reef 
Brand Pure Crushed Oyster 
Shell for Poultry is now being 
packed in attractive 814 Ib. 
bags and cartons, as well as 314 
lb. cartons, in addition to the 
regular 100 lb. sack. 


For some time poultrymen 
and breeders have been de- 
manding crushed oyster shell 
in smaller packages. Reef 
Brand is the first to meet this 
demand. It is the pioneer in 
the new field. Its dealers will 
be the first to profit by the 
added sales made possible by 
these new, handy sizes. 


Poultrymen have learned the 
quality of Reef Brand from the 


REGISTERED 


Bra 


IN U.S. PATENT OFFICE 


pages of magazines to which 
they look for reliable informa- 
tion concerning their flocks. 
An unprecedented demand has 
been created. This means a 


larger volume of sales for every 
Reef Brand dealer. 


These new packages are at- 
tractively designed to catch 
the eye of your customers. 
Display them prominently on 
your shelves. Keep your store 
well supplied with the new 
Reef Brand packages to satisfy 
the heavy demand which the 
nation-wide publicity cam- 
paign is creating. Write today 
for special annual contract or 
dealer proposition. 


PURE CRUSHED OYSTER SHELL FOR POULTRY 


GULF CRUSHING COMPANY, INC. 
NEW ORLEANS, U.S. A. 
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Mean You....... 
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Many 
Less Cost 


is a proposition your poultry feed cus- 
tomers are interested in. You can make it 
possible for them by including Diamond 
Corn Gluten Meal as an ingredient of 
your starting, growing and laying mashes. 
Diamond, used as a source of protein 
to replace part of the higher priced 
animal feed products, means a lower cost 
of manufacture and thus a saving which 
can be passed on to your customers. 


Diamond Corn Gluten Meal 


contains a minimum of 40% protein, a 
maximum of 4% fibre (usually about 2%) 
and over 80% of total digestible nutrients. 
Asa substantial ingredient of poultry mashes 
Diamond is helping to create extra sales 
and extra profits wherever it is being used. 


Ask our salesman about this when he calls, 
and write to us for free mash formulas con- 
taining Diamond in the right proportion. 


40% Protein 


RATION SERVICE DEPT. 
CORN PRODUCTS REFINING CO. 
17 BATTERY PLACE, N. Y. CITY 


Page Twenty-six 


THE FEED BAG—AUGUST, 1930 


Try 
FROEDTERT 


Service 


Froedtert Service is more than just a 
slogan. It is the creed of the Froed- 
tert company and every member of 
the Froedtert organization. It is 
backed by the entire resources of a 
large and financially responsible firm 
which is proud of its record of more 
than 50 years of successful business. 
Write, wire or telephone 


Milwaukee, Mitehell 5410 
Minneapolis, Atlantie 1541 


All feeds are selling at FEEDS 


low prices right now 
and many dealers are taking advantage 
of this fact, anticipating their fall and 
winter requirements. High protein 
feeds such as linseed meal and cotton- 
seed meal are in good demand. Bran 
prices are the most attractive in years. 
Get Froedtert quotations before placing 
your orders. We offer all kinds of feed 
in both straight and mixed cars with 
grain. 


GRAIN Barley is still the best 


buy on the boards. 
Choice feeding barley is $8.00 per ton 
and more cheaper than corn. Your 
customers will appreciate this economy, 
especially if you supply them with 
barley of Froedtert quality. Barley is 
good for both cattle and poultry. It 
sells easily every month of the year. 
For service and satisfaction, get in 
touch with the Froedtert office either 
at Milwaukee or Minneapolis. 


FROEDTERT 
Grain & Malting Co. 


Milwaukee Minneapolis 


Operating elevators at Milwaukee, Minneapolis, Winona, 
Red Wing and Savanna. 
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Manufacturers, Jobbers 


Invited 


to Join 


Central Feed Dealers 
Organization 


N invitation to become members 

of the Central Retail Feed asso- 

ciation will be extended within 
the next few days to selected firms en- 
gaged in the wholesale distribution or 
manufacture of feed, flour and allied 
products or machinery and_ other 
products used by the feed industry by 
Walter F. Uebele, Burlington Feed Co., 
Burlington, Wis., president of the or- 
ganization. 

The Central Retail Feed association 
was organized in 1926 by a group of 
retail feed dealers of Wisconsin and 
adjoining states. It has made rapid 
progress and today ranks as one of the 
leading organizations of the feed in- 
dustry. Bentley Dadmun, the Dadmun 
Co., Whitewater, Wis., was chairman 
of the committee of thirty which made 
plans for the organization and such 
men as D. W. McKercher, McKercher 
Milling Co., Wisconsin Rapids, Wis.; 
J. L. Kleckner, Kleckner Elevator Co., 
Neillsville, Wis.; F. Kern, Sparta, Wis. 
and L.. J. Hartzheim, Hartzheim Fuel & 
Feed Co., Beaver Dam, Wis., have 
served as chief executives. 

Until the recent convention which 
was held in Milwaukee, June 16 and 17, 
only established retail feed dealers 
were eligible for membership in the 
organization. It was thought that the 
retail feed industry needed an organi- 
zation which would be strictly its own 
as the problems of the retailers were 
considered entirely different from those 
of the wholesalers. 

In the four and one-half years which 
the Central Retail Feed association has 
been active, however, conditions have 
so changed that the executive commit- 
tee of the organization decided that 
there was no longer any great differ- 
ence between the problems of feed re- 
tailers and feed wholesalers. The ex- 
ecutive committee recommended that 
wholesalers be admitted to membership 
and the following section is now a part 
of the association’s constitution: 

“Any person, firm or corporation en- 
gaged in the wholesale distribution or 
manufacture or both of feed, flour and 
allied products or machinery and other 
products used by the feed industry may 
become an associate member of the 
association by applying to the Secretary 
and, on being aceepted by the execu- 
tive committee, paying the required 
fees as hereinafter provided and agree- 
ing to abide by the constitution and 
by-laws of the association.” 

The annual membership fee of the 
association is $10.00 for both associate 


and regular members. Firms which 
operate more than one retail feed store 
may join for all stores by paying a 
$10.00 fee per year for the headquarters 
store and $5.00 per year for each addi- 
tional store. The Central Retail Feed 
association is affiliated with the Grain 
& Feed Dealers National association 
aud members are granted full arbitra- 
tion and other privileges of the national 
organization. 

The letter of invitation which Pres- 
ident Uebele is now sending out to 
prospective associate members reads 
as follows: 

“The Central Retail Feed association 
would be glad to. have your firm as a 
member of its organization. 

“Heretofore, membership was only 
open to firms operating retail feed 
stores but an amendment to our con- 
stitution, establishing an associate 
membership classification, was adopted 
at the recent annual convention held 
in Milwaukee. 

“We believe conditions in the trade 
have changed since our assoctation was 
organized and retailers and wholesalers 
are standing shoulder to shoulder 
against common enemies rather than 
fighting each other. 

“Many wholesalers now operate re- 
tail stores, too, and some retailers are 
also wholesalers. We feel that it is 
unfair to refuse membership to good 
firms which are exclusively wholesalers 
and admit other wholesale jobbers or 
manufacturers because they have retail 
stores, 

“Our invitation, extended herewith, 
is sincere. We want you in our or- 
ganization if you want to be one of us 
and help in the work we are trying to 
do. Ten Dollars ($10.00) will pay your 
dues including subscriptions to The 
Feed Bag and Who’s Who, to May 31, 
1931.” 


E. P. MAC NICOL, secretary of the 
Southern Mixed’ Feed Manufacturers as- 
sociation, Memphis, writes that he has 
just returned from the first real vaca- 
tion he and his wife have enjoyed in 
18 years. 


L. J. BYRNE, 9 South Clinton street, 
Chicago, has been appointed representa- 
tive of the Magnetic Manufacturing Co., 
Milwaukee, for the Chicago territory, 
effective July 1. He will handle the en- 
tire line of the firm which includes 
Stearns High Duty Magnetic Separa- 
tors, magnetic clutches, magnetic con- 
veyor rolls and other equipment. 
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Director John A. Becker 


Central Retail Executives 
Hold Busy Meeting 


Printing of a booklet to include the 
association’s constitution, by-laws and 
code of ethics was authorized by the 
executive committee of the Central Re- 
tail Feed association at a meeting held 
at the organization’s offices in Milwau- 
kee, Monday, July 21. Form for a com- 
bination membership card and receipt 
for payment of dues was approved. 

. The meeting was the first held by the 
new executive committee since the 
association’s annual convention in June 
and the members are so enthused with 
the work of the organization that it was 
resolved to hold regular executive com- 
mittee meetings at Milwaukee the third 
Monday of each even month, except 
during the month of the annual con- 
vention. Plans for the work of the or- 
ganization during the ensuing year were 
considered and two committees were 
appointed to make reports at the next 
executive committee meeting to be held 
at Milwaukee, August 18. 

The first of these committees is in- 
structed to prepare a suggested pro- 
gram of activities for the organization 
and includes W. N. Knauf, Chilton, 
Wis., chairman; F. Kern, Sparta, Wis., 
and W. F. Uebele, Burlington, Wis. 

The second committee is to arrange 
the territory of the Central Retail Feed 
association into permanent districts 
and suggest ways and means for the 
organization of permanent local clubs 
in each district. Members of this com- 
mittee include D. W. McKercher, Wis- 
consin Rapids, Wis., chairman; L. J. 
Hartzheim, Beaver Dam, Wis., and 
President Uebele. Vice President W. G. 
Haertel, Minneapolis, will supervise 
Minnesota activities. 

The members of the executive com- 
mittee met at 11:00 o’clock Monday 
morning and continued in session until 
3:30 p. m. A large accumulation of 
routine business was disposed of. 
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W. K. Henderson 


Mr. Henderson maintains his own radio 
station at Shreveport, La., which he utilizes 
chiefly to tell the world about the evils of 
the chain store. He is the leader of the 
Kentucky movement. 


F there is a missing link in the 
chain store situation im the United 
States it certainly is not in Ken- 


tucky. 
Here the continuous battle, Chains 
versus Independent Merchants, has 


been fanned to a white heat. The 
great war horse of the anti-chain group 
is W. K. “Hello World” Henderson. 
His agitation has already resulted in fe- 
gislation in the state, a vitriolic weekly 
pubication, an extensive chain store sur- 
vey not to mention slanders galore cne 
way or the other. From his stronghold 
at Radio Station KWKH, Shreveport, 
La., he gives vent to sweet nothings 
like this: 

“Of all the contemptible, miserable, 
pusillanimous, rotten, disreputable out- 
fits, these chain stores that come into 
your town and try to take business from 
the home stores are the worst. They 
are members of a Wall street gang and 
I tell you, if you have any spark of 
manhood and decency in you, you'll 
stand by the old home grocer that 
stands by you.” 

And from that hot bed of contention 
in Louisiana, Henderson’s colleagues 
have carried the chain store fight thick- 
ly and furiously into Kentucky. 

Don’t Mince Words 

The champion of the chain interests 
is none other than Clarence Saunders, 
erstwhile Piggly-Wiggly magnate, who 
according to an anti-chain publication 
in Louisville, couldn’t stand the gaff 
when he talked to ‘ole man’ Henderson 
by the use of that dirty, nasty, nauseous 
muck which he was directed to use and 
did use in his nation wide campaign of 
slinking, stinking, cowardly and low- 
brow newspaper advertising.” 

The forces pro and con do not mince 
words in Kentucky. One would think 
he were a spectator to an old mountain- 
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Kentucky Wages 


Bitter 


Fight 


To Drive Chains 
Out of State 


By Don McNeill 


eer feud with such pleasantries us 
their opposition to the inroads of the 
“SMALLEST, MEANEST OF MAG- 
NATES SPITS VENOM,” “SAUN- 
DERS HOWLS IN 
“CHEATS CUSTOMERS IN LIMA 
BEAN SALE,” “RUSSELLVILLE 
MAN FINDS TWO POUND BAG 
SEVEN OUNCES SHORT AT 
CHAIN STORE,” floating around in 
printed form. 

The fight has been carried directly 
into Kentucky’s legislature. Governor 
Flem D. Samson in his first message to 
the present general assembly, request- 
ing that appropriate legislation be 
passed to protect the independent mer- 
chant and the people from the chain 
store peril, said: “Many of our old, sub- 
stantial, independent merchants have 
been and are being driven out of busi- 
ness by the activities of the chain store 
organizations which, like great octopus- 
es, are reaching their long viper-like 
tenacles into every nook and corner of 
our country to suck the life blood from 
our home people engaged in business. 
Many, if not all, of these concerns are 
owned by foreign capital, are operated 
from foreign offices, pay little or no 
taxes, deposit their moneys only tempo- 
rarily in our banks and move it on to 
headquarters through the next mail, pay 
low salaries, sell inferior goods, give 
short weight and measure, fight our lo- 
cal business people, invest in no prop- 
erty, and prey upon the public in di- 
vers and sundry ways, all to their great 
profit and to the hurt of our people 
who pay the taxes. These organizations 
are not bearing their fair share of the 
burden of government, but are enjoying 
an unreasonable share of the profits 
from business. 

Legislation Recommended 

“Some method should be devised by 
which these conditions can be speedily 
remedied, and I recommend the ap- 
pointment of a committee from each 
house for the study of this subject and 
recommendation of suitable legislation 
at this term.” 

Although the gross sales tax measure 
which the governor recommends above 
has been passed, it is possibly subject 
to a constitutionality test. So what 
the legislature is trying to do is to pass 
some constitutional law which will tend 
to equalize conditions for Kentucky mer- 
chants in competing with these out 
of the state corporations. 

One rather surprising factor in the 
situation is that the members from 
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rural districts are more determined in 
foreign chain enterprises than even the 
city members. 

The banks are howling against the 
chains because the chain stores do not 
deposit permanent money with local 
banking institutions but ship the pro- 
ceeds out of the state, which is disturb- 
ing to financial conditions. 

The farmers are also growling about 
the manner in which chain stores im- 
port agricultural products instead of 
buying them in Kentucky. This does 
not mean that none of the chain stores 
buys Kentucky products but the ma- 
jority of them do not make it a policy 
as their big buying organizations are 
centralized elsewhere, usually radiating 
out from great centers like Chicago. 

Mill Joins in Fight 

Readers of The Feed Bag will be in- 

terested in learning that the latest fac- 


_tions to rise against the chain have been 


the Winchester Roller Mills, Win- 
chester, Ky., and the Woolcott Flour 
Mills, Lexington, Ky. They are among 
those directly responsible for the arous- 
ing of the strong anti-chain sentiment 
in the blue grass region of the state. 
Both wholesale and retail feed mer- 
chants are strongly and fervently up in 
arms against the chain stores. 

Recently in Louisville there have 
been extensive investigations into the 
chain situation. The unsatisfactory bu- 
siness conditions in this city for the 
past several months have been of the 
utmost concern to every business man 
and to every thinking man, whatever 
his vocation. 

Vacant stores, far beyond the normal 
quota, are to be seen in practically 
every street. Within a radius of two 
blocks from the center of the city there 
are probably fifty vacant stores. The 
firms that occupy many of these stores 
have gone out of business. 

There is no crop failure or at least 
nothing that would make any notice- 
able difference in local business. Con- 
siderable building is in progress. There- 
fore, people are asking each other on 
every hand, “why this cry of bad busi- 
ness?” 

There are probably several reasons. 
The anti-chain aggregation submits as 
one reason the following: “Can this 
city,” they say, “stand a steady day 
after day drain of probably $43,680 of 
cash needlessly sent away from this 
city that never returns to circulation 
here?” 


(Continued on Page Forty-one) 
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Salesmen 
and Dealers: 


You'll 


find this=——=» | Ne 
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The Greatest Single Selling Influence in 
Wisconsin’s Big Market—the Farm Market 


Do you realize what 85 per cent coverage 
means to Wisconsin dealers? 


It means that every hour of the day that 
more than eight out of every ten farmers 
who pass every dealer’s store — all possible 
customers—are long term subscribers to the 
Wisconsin Agriculturist and Farmer and are 
familiar with brand names of products— 
everything that appears on its advertising 
pages. 


Furthermore, it means that there is nota 
single rural locality or community or 
R. F. D. route in the great state of Wiscon- 
sin where the Wisconsin Agriculturist and 
Farmer is not the greatest single selling in- 


n Agriculturist and Farmer 
Circulation 180,000 Weekly 
RACINE, WISCONSIN 
The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin 
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fluence; greater than any other farm paper, 
magazine or newspaper. 


To create sales buying activity, to arouse 
more wants in every dealer’s community, to 
establish more modern standards of living — 
all of which means better business—do your 
share in getting the manufacturers on the 
right track as regards advertising in Wis- 
consin. 


Wisconsin’s Big Market is the farm market 
and the only way to reach it is by consist- 
ent sustained advertising in the farm paper 
of greatest farm coverage—the one farm 
paper.that gives advertisers and their sales- 
men a count of circulation by towns—The 
Wisconsin Agriculturist and Farmer. 
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"Raising 


CHICKS 


Ju rest Easiest 


With 
Doughboy Chick Starter Mash 


YEAST FOAM in Doughboy Chick 
Starter mash lowers the mortality and 
increases the growth of chicks. As a 
preventative of coccidiosis and a stimu- 
lent to excellent health, Yeast Foam has 
proved superior and effective. Your 
poultrymen will appreciate the results 
they obtain from Doughboy Chick Starter 
mash and will be convinced that they 
should continue on Doughboy poultry 
feeds throughout the entire season. 


‘Look for the Soldier on Every Sack’’ 


NEW RICHMOND, WIS. 


(CCORNO Feeding Oatmeal 


14.5 Protein 3.9 Fibre 


For Mashes and Poultry Fattening 
Feeds—for Pigs, Calves and all 
young and growing animals. Fully 
equal to Ground Oat Groats and 
Rolled Oats for animal feeding at a 
big saving in price. 


(CCORNO Hygrade 


11.0 Protein 19.0 Fibre 


Almost as much protein as Whole 
Oats, ground or unground, or 
Ordinary Bran. 


A splendid feed for Dairy Cows. 


CORNO BRAND 


Rolled Oats Reground Oat Hulls 
Steelcut Oatmeal Unground Oat Hulls 
Whole Oat Groats Fine Ground Oat Hulls 


Ground Oat Groats Hominy Feed (7% Fat) 


— 


DEPARTMENT 14 CEDAR RAPIDS, IA. 


New Richmond Roller Mills Co. 


E. S. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain we ofer 
Oats, Corn, Rye, Barley 
and Chicken Wheat 


WRITE, WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 
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Letters from Our Readers 


The Feed Bag is always glad to receive letters of 


as ow or criticism from its readers. 
ublish all letters but all are answered. Let us 
ear from you. 


We do not 


Can You Answer? 

We are very much interested in get- 
ting information on use of coupons for 
grinding. We find that either cash or 
credit makes considerable bookkeeping 
for small grinding charges. Perhaps 
you may have some reader who knows 
something about this. 

URICE E. SHURTLEFF 

The Shurtleff Co. 
Elgin, Ill. 
* 


* 


Accounts Receivable 

The May number of your magazine 
contained some figures given by me on 
the cash plan of doing business at our 
elevator. One mistake in these figures 
should be corrected, it may have been 
mine. I gave you our accounts receiv- 
_able as of January 1 at $21,000 but the 
figures for April 1 should read $13,000 
instead of $21,000. 

You are to be congratulated on your 
editorial in favor of the cash plan; I 
am only sorry that we did not start 


it years ago. 
FRANK B. WILSON 
Ypsilanti Farm Bureau 
Ypsilanti, Mich. 


Thank You, Bill 


We want to congratulate The Feed 
Bag and you as editor, for the very suc- 
cessful growth which it has made dur- 
ing the past five years of its existence, 
and trust that the next five years will 


be as successful. 
W. E. STONE 
Pearl Grit Corp. 
Piqua, Ohio. 
* 


The Best Ever 


Your convention number of The Feed 
Bag is the best ever. Can your furnish 
me with three extra copies? I have a 
good place for them. 

H. HUMPHREY 
Northern Milling Co. 


Wausau, Wis. 
x Ok 


High Publishing Standards 

I wish to congratulate you on the 
July issue of The Feed Bag. Without 
a doubt it is one of the finest feed pub- 
lication issues that I have ever seen 
and it is chuck full of interesting read- 
ing and trade news. 

The manner in which you have cov- 
ered the various trade conventions dur- 
ing the summer is outstanding and I 
think you are to be commended for the 
high standard with which you are pub- 
lishing your paper. 

C.. KGESER. 
Kraft-Phenix Cheese Corp. 
Chicago, Il. 


Genuine Helpfulness 


I have just had the opportunity of 
reading the anniversary number of 
your paper and hasten to extend my 
congratulations on the wealth of in- 
formation which it contains, and on its 
pleasing and appealing appearance. 

From a modest beginning, your paper 
has grown, in five years, to a very 
commanding position in feed journal- 


ism, and this is largely because you 
have made your paper of genuine help- 
fulness to the ever enlarging number 
of people who read it. 

The following quotation comes to my 
mind. I am not sure that the wording 
is correct, but here it is: “If a man 
build a better mouse-trap than another, 
even though he build his home in the 
wilderness there will be a beaten path 
to his door.” 

I am not inferring by any means 
that Milwaukee is in the wilderness 
because it isn’t. It is one of Chicago’s 
thriving suburbs. 

do know you have a great paper, 
which will result in a wider and better 
path being made to your door. 
C. P. CLARK 
Quaker Oats Co. 
Chicago, Ill. 


The Leading Magazine 

This morning we received the fifth 
anniversary number of The Feed Bag. 
Beyond a doubt it is one of the best 
issues you have ever published. We 
enjoyed it very much, especially the 
Roto-Pictorial section, which covers 
four conventions held during the last 
three months. 

The Feed Bag has made wonderful 
progress since its appearance in the 
field and today, according to our way 
of thinking, it is the leading magazine 
in the feed trade. What we like about 
it is that it actually reaches the peo- 
ple with whom we deal. We are glad 
to be one of your charter advertisers. 

Congratulations to Dave and his staff. 

CLARENCE MOLL 
Froedtert Grain & Malting Co. 
Milwaukee, Wis. 


An Instructive Issue 
I read your birthday number with a 
great deal of interest and want to con- 
gratulate you on the very attractive and 
instructive issue that you just got out. 
F. S. BIRKENMEYER 
Minneapolis Milling Co. 

Minneapolis, Minn. 

* 


Constructive Work 

Since subscribing to The Feed Bag 
several months ago, have looked for- 
ward to each issue as each number 
contains a great deal of interesting 
reading and educational work. But 
the July issue, Vol. 6, No. 7, to my 
mind is the most constructive work I 
have ever read in any feed magazine. I 
am so enthused with this issue that I 
have requested 30 extra copies for some 
of my clients who are not subscribers 
to The Feed Bag. 

F. J. OSMUN 


New Haven, Conn. 
* 


Comprehensive Edition 
We wish to compliment you on the 

comprehensive issue of The Feed Bag 

which we have before us this morning. 

We are glad to be numbered among 

those advertising in The Feed Bag. 
RE. CHRISTY 
Denver Alfalfa Milling 
& Products Co. 
Lamar, Colo. 
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Why Worry 


Congratulations, felicitations and so 
forth. I think this anniversary number 
is the best issue you have ever had and 
I am sure you are going to get a world 
of nice comments on it. 

.The only thing that should worry 
you would be how you are going to do 
anything better than that in the future 
because I can’t figure it possible. 

W. D. WALKER 
Arcady Farms Milling Co. 
Chicago, 


Very Helpful Articles 


We are very happy to note the prog- 
ress you have made and think your 
publication is just about “the thing” 
for feed dealers as the various articles 
which you carry from time to time 
should be very helpful to any one. 

O. L. JACKSON 
Western Terminal Elevator Co. 
Sioux City, Iowa. 

* * 


Splendid Work 


The July anniversary number of The 
Feed Bag has just been delivered to us. 
Please accept our heartiest congratu- 
lations on these five years of growth 
and progress of The Feed Bag and for 
the splendid work which you are doing 
for the feed industry as a whole. Also 
our heartiest congratulations on The 
Feed Bag and the general excellent ap- 
pearance of this issue which is certain- 
ly a great tribute to the feed industry. 
Long life and prosperity to The Feed 
Bag and to its editor! 
R. OPSAL 
The Haertel Co. 
Minneapolis, Minn. 


SUSSEX CO-OP. ELEVATOR, 
Sussex, Wis., was destroyed by fire July 
14, with a loss estimated at $20,000, 
which was partly covered by insurance. 
J. R. Richardson, manager of the ele- 
vator, reports that the firm is still do- 
ing business from its steel warehouse 
which was not damaged by fire. 


F. E. LANGE, Wisconsin representa- 
tive for Darling & Co., Chicago, caught 
a 58-lb. salmon while enjoying his vaca- 
tion on the west coast. 


WACONIA SORGHUM MILLS, 
Inc., Waconia, Minn., has moved its 
sales and executive offices to St. Louis 
according to an announcement by Ed- 
ward Wessale, president. 


MUNSON MILL MACHINERY 
CO., Inc., Utica, N. Y., has issued its 
new catalog describing different types 
of ear corn crushers. The catalog fea- 
tures a horizontal crusher that is prac- 
tically unbreakable. Copies of the cata- 
log will be sent free to anyone on re- 
quest. 


MATH BARZEN CO., Thief River 
Falls, Minn., has moved its offices to 
Minneapolis. 
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Milton Flory 


Business Increase Reported 
By Flory Milling Co. 


An increase of 35 per cent in busi- 
ness for the first six months in 
1930 over the period in 
1929 was reported by the Flory Milling 
Co., Inc., Bangor, Penn., at a sales con- 
vention held at the Colonial hotel, 
Bangor, July 26. Executives and sales- 
men of the firm hailed the report with 
enthusiasm in view of the adverse 
economic conditions of the country. 
The event was celebrated with a ban- 
quet at the Colonial hotel. 

Milton Flory, president of the firm, 
reviewed the progress of the company 
from its beginning when only three 
persons were employed to its present 
operations which require a _ staff of 
more than 60 persons. 

L. W. Steelman, proprietor of the 
Steelman Hatchery, Landsdale, Pa., 
was guest of honor at the banquet. He 
explained the feeding methods which 
he uses and which have helped him to 
attain an enviable reputation in chick 
raising. 

George I. Godshalk, vice president 
and general manager of the Flory Mill- 
ing Co., talked on cooperation and loy- 
alty in business. R. D. Ward, sales 
manager was toastmaster. Other speak- 
ers of the evening were Dr. J. H. 
Wylie, Huntington, L. I, and A. E. 
Enoch, Bethlehem. The firm plans to 
hold another sales convention in De- 
cember. 


PURINA HATCHERY SCHOOL 

A two-day school for Wisconsin 
hatcherymen will be conducted under 
the auspices of the Purina Mills, St. 
Louis, at the Loraine hotel, Madison, 
Wis., October 27 and 28. The program 
for the school will be arranged to help 
the hatcherymen learn how to turn out 
better chicks. A banquet will be served 
the first evening and more than 150 
hatcherymen are expected to be in at- 
tendance. 
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Commodity Prices Low 
Stabilization Near, 
Financial Firm Expects 
Better Business 


HEN prices of raw commodities 
are climbing steeply or falling 
precipitately, users of those 

commodities are at a loss to decide 
whether it will be profitable to buy 
them. When the prices, however, reach 
a stabilized level, whether it be rela- 
tively high or relatively low, the busi- 
ness man can figure with fair accuracy 
whether a purchase will be profitable or 
prohibitive. A manufacturer paying a 
certain price for a raw commodity must 
know that by the time he converts the 
commodity into his own product and 
has it ready for marketing, he will not 
be forced to sell at a loss because later 
purchasers in his own field have the 
benefit of a lower production cost. 

In the present business dilemma the 
question of commodity price movement 
has been one of the greatest causes of 
uneasiness, and doubtless explains why 
so many lines of trade have slowed up. 
They are awaiting not so much a turn 
in commodity prices as a stabilization 
at some level so they can calculate their 
own production costs in relation to their 
markets for a reasonable time ahead. 
The reduction of consumption is not a 
permanent check, because economists 
are agreed there is no limit to the ex- 
tent of human wants, so demand is 
bound to recover after every depression. 
This demand becomes effective in full 
when the labor temporarily not in use 
is put to work after converters of raw 
commodities are able to plan output on 
a profitable basis. 


In the light of the above explanation, 
it is possible to show the weak spot in 
the argument of the many pessimists 
now broadcasting their dolorous opin- 
ions. They assume, possibly, because the 
present trouble is world wide, that it 
cannot be corrected. We are convinced 
they are wrong. We believe the major- 
ity of commodity prices have reached a 
level so low that stabilization is rela- 
tively near. Production costs of many 
raw materials are higher than market 
prices and this will bring a correction 
through lower output, which in turn will 
make possible the reduction of surplus- 
es of raw material. Under modern 
conditions of trade and commerce, the 
corrective processes can be put into ef- 
fect in a fairly short time—in fact, they 
are very likely to be hastened because 
everybody is in a hurry to get back to 
a profitable business basis, and also be- 
cause the men conducting the great 
businesses of today have a much better 
understanding of economic cause and 
effect. 
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Hence the present apparent near-par- 
alysis in the basic steel industry need — 
not be taken as too alarming a phenom- 
enon. In a few weeks, we feel sure, it 
will be evident that steel consumers are 
still eager and ready to resume active 
operation. By that time the enforced 
vacations in the automobile industry 
will have passed into history, and the 
railroads will be enjoying heavy in- 
creases in car-loadings. The building 
industry already shows signs of fair 
activity through orders placed for struc- 
tural steel. In due time, we feel, the 
trend toward improvement will extend 
until there will be reason to hope, if not 
to expect, a steadily gaining trend in 
many lines now relatively quiescent. 

A factor of great influence to bring 
the change about is the cost: of money. 
Low interest rates do not mean money 
is easy to get, but that !enders want 
security so good they can expect only 
a low interest return. This condition 
prevails in times of uncertainty. The 
total of loanable funds has not been re- 
duced—the willingness to lend freely is 
absent. Hesitancy in lending tends to 
disappear as enterprise is resumed, par- 
ticularly when reliable entrepreneurs 
seek funds. A man with a good propo- 
sition will find it more profitable to un- 
dertake when the money market is in 
his favor as it is now. Many building 
operations, for instance, have been re- 
vived since funds have become avail- 
able at rates not based on a world-wide 
speculation in stocks. 

In brief, we feel the turn in business 
is very near, and this should be re- 
flected soon in the stock market. Last 
month we said: “While we see no rea- 
son to predict a rapid upward movement 
in stock prices, we are confident that 
the present is a very favorable time for 
purchases both for trading and for the 
long pull.” Since that was written, 
many stocks have fallen to the low lev- 
els of last November. Technically this 
latest decline represents a reaction sec- 
ondary to the panic. The break in 1929 
was a mystery to many people but the 
reasons back of it have become obvious 
through subsequent developments in the 
trade and commerce of the world. Now 
that the worst is known, business can 
proceed on a new basis and stocks will 
certainly reflect this in due time. The 
recovery probably will be slow; never- 
theless we are confident it will come.— 
July etter, Hartshorne, Fales & Co., 
New York. 
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@ \\ The horse shoe magnet 
hangin’ on the wall) 


replaced by : 
Dings Efficiency 


ERE is a Dings in the plant 
of the H. P. Schmidt Milling 
Co. at Oshkosh, Wisconsin, pro- 
tecting an attrition mill doing 
the work the little old horseshoe 
hangin’ on the wall couldn’t do. 


Are you pinning your faith on such 
a device or are you cutting power 
costs, reducing screen breakage 
and eliminating the danger to 
cattle with Dings protection? 


Dings Magnetic Separator Co. 


Established 1899 
704 Smith Street, Milwaukee, Wis. 


The world’s largest manufacturer 
of magnetic separators 


: San Francisco: 
304 Rice Building 273 Seventh Street 
New York City: Chicago: 
30 Church Street 332 S. La Salle Street 
Branch Offices in Other Principal Cities 


with the hign wheeled bike and 
: 
| 
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Buy Your 
Genuine Cuban Blackstrap Molasses 


from the 


» Largest Independent Molasses Importers 


One of Our New Tank Cars Used Exclusively for the Feed Trade 


THE NORTH AMERICAN TRADING & IMPORT Co. 


CUBA TERMINALS EXECUTIVE OFFICES CHICAGO OFFICE 
Pastelillo Antilla 310 South Michigan Ave. 
260 Soutu Broap St. 


G S BUFFALO OFFICE 
seneanaiauennd — PHILADELPHIA, Pa. Chamber of Commerce Bldg. 


U.S. TERMINALS NEW ORLEANS OFFICE 
Philadelphia New Orleans 703 American Pank Bldg. 


Page Thirty-four THE FEED BAG—AUGUST, 1930 


} 
: 
4 


FEEDS AND FEEDING 


What Minerals Should Be Added 
To Dairy RationsP 


Written exclusively for The Feed Bag_ 


By F. B. Morrison 


Cornell University, 


Ithaca, New York 


O phase of dairy cattle feeding 

has received more attention dur- 

ing the past few years than the 
use of mineral supplements. A com- 
mon question is “just what minerals 
should be added to the rations of dairy 
cows?” Since there has been and still 
is much disagreement in the answer to 
this question, let us review briefly the 
information available. 

Without any question whatsoever 
mineral matter is of the highest import- 
ance to animals. This is shown by feed- 
ing experimental animals, rations freed 
as far as possible from all mineral sub- 
stances in which case such animals will 
die of mineral starvation. Indeed, ani- 
mals thus fed generally perish sooner 
than when no food whatever is given. 

Mineral Balance Required 

It is believed that the mineral com- 
pounds of the body direct its various 
vital processes. Not only is a sufficient 
supply of the various mineral salts nec- 
essary but there must also be a proper 
relationship in the blood between the 
various mineral compounds. Fortunate- 
ly, in a large measure the kidneys pro- 
tect the animal against an unbalanced 
mineral matter content in the blood by 
promptly excreting any excess of vari- 
ous salts which may be present. It is 
only when the food continually furnish- 
es the blood an unbalanced mixture of 
mineral salts that the kidneys may be 
unable to keep the blood composition 
normal with resultant injury to the ani- 
mal. 

The common feeding stuffs contain 
all the necessary mineral salts, at least 
in small amounts. As a rule, roughages, 
except some of the straws, are much 
richer than the grains in mineral mat- 
ter. The body is probably able to use 
many of the mineral compounds over 
and over, taking them back into the 
circulation after they have once been 
used. Therefore, most full-grown ani- 
mals which eat a considerable amount 
of good-quality roughage usually secure 
quite a liberal supply of mineral mat- 
ter, with the exception of common salt. 
Animals which do not have the capa- 
city of consuming much roughage, such 
as swine and poultry, show a greater 
lack of minerals than do cattle, sheep 
or horses. Dairy cows are more apt 
to suffer from a lack of mineral mat- 
ter than are beef cattle, because milk 
is especially rich in both calcium and 
phosphorus. 

The experiments carried on many 


years ago by Babcock and his associates 
at the Wisconsin experiment station 
were the first to show conclusively that 
cattle normally need an additional sup- 
ply of common salt beyond the amount 
normally contained ini the various feeds 
they eat. In these experiments, when 
cattle were maintained on their usual 
ration, except that no salt was added, 
injurious effects on their health were 
readily apparent after several months. 
They were saved from disaster by salt. 
More recently, various other scientists 
have shown the need for salt for other 
classes of livestock. Professor Evvard, 
at the Iowa experiment station, has 
clearly demonstrated the necessity of 
salt in swine rations. 

In feeding dairy cattle, it ts a wise 
plan to add 1 per cent of salt to the 
concentrate mixture. This not only 
supplies salt, but also adds to the pala- 
tability of the feed. It is a good plan 
for the dairymen to supply salt even 
where cows can have access to it. By 
this means, the various animals are al- 
lowed to take the amount of salt they 
desire. 

Calcium and Phosphorus 


It has long been known that milk is 
rich in mineral matter, especially in cal- 
cium and phosphorus. However, up to 
a few years ago it was assumed that 
when dairy cows were fed common, 
well-balanced rations containing plenty 
of protein and a liberal amount of le- 
gume hay, there could be no deficiency 
in either calcium or phosphorus, for le- 
gume hay is rich in calcium and pro- 
tein-rich feeds are in general high in 
phosphorus. 

Surprising results were, however, ob- 
tained in extensive experiments at the 
Ohio experiment station by Dr. Forbes. 
In these trials high-producing cows 
were fed such excellent winter rations 
as alfalfa or clover hay and corn silage 
for roughage, along with corn and such 
high protein concentrates in addition, as 
wheat bran, cottonseed meal, linseed 
meal, dried distillers’ grain, or gluten 
feed. 

On these rations, which had always 


Professor Morrison will gladly an- 
Swer any questions on feeds and 
feeding for readers of The Feed Bag. 
If you have any problems, let him 
solve them for you. His expert advice 
is free. Send your questions to the 
offices of The Feed Bag and they will 
receive prompt attention. 
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been considered ideal for dairy cows, 
in most instances, the animals lost cal- 
cium, phosphorus, and also magnesium 
from their bodies, in spite of the fact 
that the feed they were given supplied 
what would appear to be ample 
amounts. For some reason or other the 
cows were unable to assimilate and re- 
tain enough of the liberal supply of 
these mineral nutrients in their feed to 
meet the heavy requirements in produc- 
ing the large amount of milk they yield- 
ed. 
Mineral Loss Still Problem 

Even when abundant amounts of cal- 
cium or both calcium and phosphorus, 
were added to their ration in such forms 
as steamed bone meal, calcium carbon- 
ate, or calcium lactate (a soluble form 
of calcium), the losses of these mineral 
constituents from the body continued. 
The reason for this little expected con- 
dition is still a problem. Possibly the 
milk producing capacity of our dairy 
cows has been so increased by selec- 
tive breeding that it exceeds the ability 
of high-yielding cows to assimilate suf- 
ficient mineral nutrients from their feed 
to meet the heavy demand in producing 
the large flow of milk during the first 
part of the lactation period. Later on 
in lactation, or when they are dry, they 
are able to build up again the stores 
of these mineral constituents in their 
bodies. 

In tests at the Wisconsin experiment 
station by Professor Hart and his col- 
leagues, it was found that dairy cows 
are able to assimilate calcium much 
more completely from fresh green food 
than from dried forage such as _ hay. 
Other experiments showed that alfalfa 
hay cured in the sun was superior to 
that which was not exposed to sun- 
light. 

Results of Wisconsin Test 

Exposure of green forage to sunlight 
in the curing process increases the con- 
tent of vitamin D. This is the vitamin 
which is concerned with the assimilation 
and use of calcium and phosphorus by 
animals. Unless there is plenty of this 
vitamin in the ration, animals will be 
unable to assimilate calcium and phos- 
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ow 
fat -content 


fishmeal 
is best°’°’— 


says Dr.{Kaupp 


E will glad!y send you his inform- 
ative article on ‘‘The Effects of Various 
Percentages of Fat in Fish Meal on De- 
velopment of the Chick for the First Eight 
Weeks of its Brooder Life,”’ a reprint from 
The Poultry Item, April 1930 issue. Every 
Feed Mixer should read it. Then send 
for samples and Special Quantity prices on 


FISHMEAL 


a fresh, palatable fishmeal 
produced from edible fish 


| guaranteed not 
to exceed 3% fat 


Marden-Wild Corporation 


512 Columbia St., Somerville, Mass. 
212 E. Ohio St., Chicago, Ill. . 
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phorus from their feeds, even when 
these minerals are present in abundant 
amounts. 

Just why green forage such as good 
pasture aids in the use of calcium and 
phosphorus by dairy cows is still a 
question. Such material is fairly rich 
vitamin D, but this does not seem to be 
the entire reason. In recent experiments 
by Professor Hart, irradiated yeast, 
which is twenty times as rich in vita- 
min D as is cod liver oil, was added to 
the rations of high-producing cows, but 
this did not improve calcium assimila- 
tion. Neither did direct exposure of the 
cows themselves to ultra-violet light or 
sunlight enable them to assimilate more 
calcium from their rations. 

Therefore the Wisconsin experiment 
station reports that science has not yet 
found a method which permits a high 
producing dairy cow to maintain a pos- 
itive lime balance, except when she has 
access to unlimited fresh green grass. 
Dairy cows producing over 40 pounds 
of milk daily ordinarily are unable, ex- 
cept when on pasture, to assimilate suf- 
ficient of the calcium or lime in their 
ration to meet the calcium requirements 
for their large milk production, no mat- 
ter how much calcium is. fed to them 
and they are forced to draw on the 
lime that is stored in their skeletons. 
This negative lime balance of high pro- 
ducing dairy cows is believed an im- 
portant factor in limiting the flow of 
milk and affecting the health and vital- 
ity of such cows.” 

Should Feed Calcium 

It will be pointed out in the next ar- 
ticle that in the majority of experiments 
thus far conducted by various scientists, 
the addition of calcium supplements has 
not increased milk production appreci- 
ably. On the other hand, in experiments 
at Wisconsin, Hart found that the use 
of a calcium supplement had a positive 
effect when fed to cows receiving plenty 
of green grass. On the check ration, 
with green grass and a good concentrate 
mixture, high producing cows lost cal- 
cium steadily. When a calcium supple- 
ment was added to the ration the as- 
similation of calcium was so improved 
that the loss was stopped. 

Since green feeds aid so greatly in the 
assimilation of calcium, it is wise to be 
sure that cows on pasture have plenty 
of this mineral available. If the pasture 
contains considerable legumes quite pro- 
bably the calcium supply will be ample. 

For cows on ordinary pasture, a min- 
eral mixture such as 40 pounds ground 
limestone, marl, or ground shell, 40 
pounds bone meal or bone black, and 
20 pounds salt may be supplied where 
the cows can have access to it. It is 
better still if the cows are fed a grain 
mixture on pasture, as all high produc- 
ing cows should be. The calcium sup- 
plement may be added to the grain mix- 
ture or dairy feed. At least 40 pounds ~ 
of the calcium supplement such as lime- 
stone or bonemeal should be added to 
each ton of the grain mixture. For pas- 
ture feeding, even 60 to 80 pounds of 
the mineral supplement per ton is rec- 
ommended by some authorities. 
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Parenteau Named Vice President Heer! Sells Interest 
Of C. A. Krause Milling Co. 


P. PARENTEAU, formerly in 
i. charge of the poultry feed de- 
partment of the Chas. A. 
Krause Milling Co., Milwaukee, has 
been promoted to. the position of vice 
president of the firm. In his new cap- 
acity he will have active charge of the 
entire commercial feed department and 
will direct the expansion program 
which the company is planning in this 
field. 

Mr. Parenteau joined the Chas. A. 
Krause Milling Co. as a millhand 12 
years ago and advanced from the bot- 
tom up to his present position. Shortly 
after his employment he was promoted 
to yard foreman, was later transferred 
to the traffic department, and then was 
advanced to sales work. 


Under Mr. Parenteau’s direction, the 
Chas. A. Krause Milling Co. plans to 
expand its commercial mixed feed oper- 
ations. As one of the first steps in the 
program a sales conference of Michi- 
gan and Wisconsin representatives of 
the firm was held at the offices of the 
company Saturday afternoon and even- 
ing, July 26. Educational topics on 
feeds and feeding and sales promotion 
were the features of the meeting. 
Speakers were J. B. Hayes, University 
of Wisconsin, Madison; R. G. Powell, 
Sparta, Mich., one of the firm’s sales- 
men, and a leader in cow testing asso- 
ciation work in Michigan, and Garrett 
Buth, Grand Rapids, Mich., widely 
known Holstein breeder. The after- 
noon session of the meeting was de- 
voted to poultry feeding and the even- 
ing was occupied by dairy topics. Fol- 
lowing each talk an open discussion 
was held. 

The Chas. A. Krause Milling Co. be- 
gan manufacturing commercial feeds 
more than thirty years ago and is a 
pioneer in the industry. It operates 


RUDOLPH OPSAL, prominent 
member of the feed trade at Minne- 
apolis for many years, where he was 
recently vice president of the Haertel 
Co., joined the organization of the Ar- 
cady Farms Milling Co., Chicago, IIl., 
and Kansas City, Mo., on August 4. 
He will make his headquarters at Chi- 
cago. 


MERGER AT KANSAS CITY 

The Gold Bond Feed Mills, Inc., and 
the Quisenberry-Hobbs Co., both of 
Kansas City, have merged and will re- 
tain the name of the latter firm with 
general offices at 115 East 31st street, 
Kansas City. The new company will 
operate feed mills at Independence, 
Mo., and Kansas City, Kans., serving 
dealers in 20 states. Officers are T. E. 
Quisenberry, president; V. O. Hobbs, 
vice president and H. R. Showalter, 
secretary-treasurer. 


E. Parenteau 


one of the most modern and completely 
equipped corn mills in the country. The 
firm suffered a severe fire loss in 1924 
but immediately rebuilt its plant and 
continued its steady progress. The 
company manufactures a complete line 
of poultry, steer, horse, dairy and stock 
feeds. Its most popular brands are 
Koo Koo mashes and Amerikorn 
dairy ration. 

Present officers of the firm are Chas. 
A. Krause, Sr., president and treasurer; 
Mr. Parenteau, vice president, and S. 
H. Werner, secretary. 

Walter Wilson, who has been asso- 
ciated with the feed industry for many 
years, has been placed in charge of the 
poultry feed department to fill the po- 
sition vacated by Mr. Parenteau. 


In Feed Chain 


Walter G. Haertel, until recently 
president of the Haertel Co., Minne- 
apolis, has opened offices in the Flour 
Exchange building of that city and will 
act as northwestern representative for 
the National Oil Products Co., manu- 
facturer of Nopco brand cod liver oil; 
the Gulf Crushing Co., manufacturer of 
Reef brand crushed oyster shell and the 
Kraft-Phenix Cheese Corp., manufac- 
turer of Kraco. 

Mr. Haertel has sold his interest in 
the Haertel Co., which operates a chain 
of retail feed stores in Minnesota and 
Wisconsin. 

The sale did not affect the G. A. 
Haertel Co., Hopkins, Minn., which is 
operated by his father, G. A. Haertel 
and brother, G. A. Haertel, Jr. The 
G. A. Haertel Co. was never part of the 
Haertel Co. chain and has been in busi- 
ness in the same block for over 43 
years. 


NORTHERN MILLING CO., Wau- 
sau, Wis., has purchased the flour and 
feed business of the Johnson Mercan- 
tile Co., Milwaukee, Wis. Arne John- 
son has been retained as manager and 
Walter Berkhahn as assistant manager. 


JOSEPH A. ABEL now operates 
the business of the Abel-Whitman Co., 
Inc., New York City, under his own 
name. 


KRAUSE BROS., Beloit, Wis., pur- 
chased the City Mills from Meech & 
Bentley and took possession July 1. 


OLSON & CO., Mountain, Wis., re- 
ports that its feed warehouse was dam- 
aged by fire recently with a loss es- 
timated at $2,500. 


JAMES S. CUSICK, Oregon, Wis., 
died Thursday, July 3, after several 
months’ illness with heart trouble. 


Sizer, Inventor of Cubed Feeds 
To Visit United States 


ECAUSE of wide-spread interest 

in the new Sizer system of feed 

cubing, S. Howes Co,, Inc., Silver 
Creek, New York, as joint owners of 
the Sizer patents, invited the inventor 
A. W. Sizer, president of Richard Sizer, 
Ltd., Hull, England, to visit 
United States and meet our prominent 
feed manufacturers. The invitation was 
accepted and cable advices indicated Mr. 
Sizer was to leave Southampton on the 
S. S. Mauretania August 2. 

The Howes Co., at the request of 
various feed’ manufacturers, is now ar- 
ranging an itinerary covering the chief 
feed milling centers of this country and 
in so advising The Feed Bag requests 
that mention be made that Mr. Sizer 
will be glad to discuss cubing machinery 


THE FEED BAG—AUGUST, 1930 


the- 


and manufacturing methods and the ad- 
vantages of cubed feeds with all who 
are interested. 

“As a pioneer in the designing of 
machinery for compressing mixed feeds 
and having devoted the greater part of 
his life to the production of such equip- 
ment,” M. L. Barbeau, secretary of the 
Howes Co., writes, “Mr. Sizer is un- 
questionably the world’s leading author- 
ity in that field. His visit to the United 
States therefore offers manufacturers 
of mixed feeds an opportunity to meet 
the inventor and to secure from him 
first-hand information about the cubing 
system.” 

Mr. Sizer expects to call upon as 
many of the owners of the 55 cubers 
sold in the United States as time will 
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Chickens and Pigs 


Have Taste! 


HICKENS, pigs, calves—all animals and fowls have 

taste, the same as humans. They will respond just as 
quickly and definitely to a tasty feeding as any human will 
to a tasty meal. 


This is probably the most far-reaching discovery of recent 
years, the importance of which to the dealer in feeds cannot 
be overestimated. Because with this scientific fact firmly 
established, the product which makes the greatest taste- 
appeal to fowls and animals immediately opens up to every 
feed dealer in America an opportunity for profit such as he 
never dreamed exists. 


And repeated tests, not only here in America but on foreign 
soil as well, have conclusively demonstrated that the product 
which has the highest taste-appeal in the animal world is 
Semi-Solid Buttermilk. 


The knowledge of this fact is worth literally thousands 
of dollars to feed dealers everywhere. Because Semi-Solid 
Buttermilk FITS every feed the dealer sells. In other words, 
his customers can use it profitably in conjunction with 
practically every feed he sells them. And it will make every 
feed with which it is used produce results which could never 
be hoped for without it. 


The results are so startling as to be almost incredible. 
The dealer who is without any Semi-Solid Buttermilk in 
stock is practically in the same position as a grocer without 
any sugar or salt. Because Semi-Solid Buttermilk means just 


as much to animal and fowl tastes as sugar and salt mean 
to human tastes. 


And the results that it brings to your customers in quicker 
turnover and greater profits all come back and roost in 
your cash drawer in terms of more and more ready cash. 


Trade Mark—Registered U. S. Patent Office 


CONSOLIDATED PRODUCTS COMPANY 
2400 Lake Park Avenue, Chicago 
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permit. “Those of your readers who 
wish for specific information on cubed 
feeds,’ Mr. Barbeau concludes, “are in- 
vited to at once get in touch with S. 
Howes Co., Inc., Silver Creek, New 
York, with a view to arranging an ap- 
pointment for Mr. Sizer.” 

American manufacturers of commer- 
cial feeds who visited Europe last year 
expressed their astonishment at the 
sweeping change that has taken place 
in the production methods of European 
provender mills. In Great Britain par- 
ticularly, bulk feeds seem to have had 
their day; and in other countries too, 
the compressed type of feeds have su- 
perseded the old style sacked goods. 

Conservative men who have carefully 
studied the situation, reluctantly admit 
that the mixed feed industry of the 
United States is due for a still greater 
transition and a much quicker one. It 
required years to change feeding prac- 
tices in the old countries whereas here 
they work faster. Statistics show that 
80 per cent of all animal and poultry 
feeds milled in England are sold in the 
form of cubes, nuts or pellets. And 
compressed feeds have become equally 
popular in Germany, Belgium and Hol- 
land. One concern in Germany is pro- 
ducing 600 tons of poultry pellets week- 
ly and although a Belgian mill is turn- 
ing out 3,000 tons of the same kind of 
goods every month, it is unable to give 
prompt deliveries. 


Frank Blodgett Entertains 
Rye Millers 


Members of the Rye Millers Asso- 
ciation of America were guests of their 
president, Frank H. Blodgett, Frank H. 
Blodgett, Inc., Janesville, Wis. at a 
meeting held July 16. 

Following a short session at the New 
Monterey hotel, the millers gathered at 
Mr. Blodgett’s home for a short business 
meeting. B. A. Eckhart, B. A. Eck- 
hart Milling Co., Chicago, was com- 
mended for his efforts in organizing the 
Rye Millers Association of America and 
the members voted to send him a tele- 
gram of appreciation. 

Luncheon was served at the Janesville 
Country club and was followed by a 
golf tournament. K. B. Jeffris won the 
blind bogey. The guests gathered for 
a dinner at the club in the evening and 
a special vote of thanks was extended 
to Mr. Blodgett and his associates for 
their hospitality. 

Frank J. Allen, Winona, Minn., will 
be host at the next meeting of the orga- 
nization which will be held at Winona, 
August 13. 


FARMERS ELEVATOR CO., Mar- 
ion, Ia., has installed a feed mill. 


NEW RICE BOOKLET 
Rice Millers association, New Or- 
leans, La., has issued an attractive book- 
let, “Rice and Its By-Products”, which 
explains the advantages and uses of rice 
and its by-products as a poultry, dairy 
and hog feed. Copies of the booklet 

will be sent to anyone on request. 


— 


Federation Convention 


Is Praised 


“Wish to congratulate the officers of 
the Eastern Federation of Feed Mer- 
chants for the splendid convention held 
at Cooperstown. The ideas in the talks 
and discussions were very helpful to me 
and, I believe, to every delegate pres- 
ent. You may rest assured that the 
Flory Milling Company will give its 
full hearted support to your organiza- 
tion.,—R. D. Ward, Flory Milling 
Co., Bangor, Pa. 


* 

“Both Mrs. Deuel and I enjoyed the 
convention very much and I want to 
congratulate Mr. McIntyre and the of- 
ficers for putting over such a conven- 
tion. The chief thing we have to do 
now is to get new members. If you 
will furnish me with a list of our mem- 
bers I will try to secure some new 
members from our section.”—Samuel 
Deuel, Pine Plains, N. Y. 

* * * 

“T enjoyed myself at the convention 
and now that I’ve been back for a week 
or so can appreciate to a better de- 
gree your efforts to entertain us all— 
they were more than successful.”—R. 
F. Cunningham, Schwartz Grain Co., 
New York City. 

“T want to congratulate you on the 
success of the Cooperstown meeting. I 
think it was very interesting and every- 
thing considered, one of the best ever 
held by the federation.”—L. F. Brown, 
American Feed Manufacturers associa- 
tion, Chicago. 

“IT was very happy to be with you at 
your meeting and I hope to go just as 
often as I can.”—Charles Quinn, Grain 
and Feed Dealers National association, 
Toledo. 

* * 

“It was a successful convention from 
every standpoint and I am glad that I 
had a small part in assisting with the 
features of entertainment.”—Bruce L. 
Hall, Cooperstown, N. Y. 


“We had a wonderful time from start 
to finish.”—L. L. Streeter, Johnstown, 
N.Y. 

Ok Ok 

“That went over big. No convention 
has ever created more enthusiasm than 
the one at Cooperstown. Send me some 
membership application cards so I may 
hand them out to the dealers.’—George 
Southwell, Eastern Grain, Mill & Ele- 
vator Corp., Utica, N. Y. 


DAIRYMEN’S LEAGUE BUSINESS 

Dairymen’s League Cooperative asso- 
ciation did a $89,118,899 business dur- 
ing its fiscal year ending March 31, it 
was announced at the organization’s an- 
nual convention in Albany recently. 
This was an increase of $3,494,000 over 
the previous year. Membership showed 


a gain of more than 2,700 to a new high 
of 40,203. 


Research Laboratory Opened 


By General Mills, Inc. 


ORMAL opening of the new re- 

search laboratory recently con- 

structed by General Mills, Inc., 
Minneapolis, was held July 16. Chem- 
ists from all of the milling and grain 
companies in the city and a large gath- 
ering of allied tradesmen attended the 
event. Executives of General Mills and 
the research staff were hosts. 

The new research laboratory is lo- 
cated at 2012 East Hennepin avenue. 
It is 40 by 72 feet in size, one and one- 
half stories high and is provided with 
one of the most complete and modern 
sets of chemical cquipment for cereal 
research work in the country. The 
main floor is occupied by the main lab- 
oratories and a series of smaller labora- 
tories containing the more delicate in- 
struments. The basement floor is util- 
ized for heavier equipment. Flexibility 
to meet new and changing conditions 
in the industry is provided in the build- 
ing. 

The new research laboratory will op- 
erate separately from other control lab- 
oratories of General Mills. Work will 
be concentrated upon a study of the fun- 
damentals of chemistry and.-physics in 
milling and baking. Nutritional values 
of the products of milling will also re- 
ceive attention. 

G. Cullen Thomas, vice president and 
director of products control, will super- 
vise the new department. Dr. C. H. 
Bailey, director of technical research, 
will have active charge of all work in 
the new laboratories. 

“While the milling industry has made 
progress in the development of its me- 
chanical efficiency,” said James F. Bell, 
president, General Mills, Inc., in dedi- 
cating the new laboratory, “it has been 
laggard in its utilization of the facili- 
ties of discovery, science and invention 
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in the development of its raw materials. 
It is entirely fitting and proper that 
General Mills should be the first to pro- 
vide the means, facilities and personnel 
for pure research in these directions. 

“We hope that the laboratories which 
we have erected and the research facili- 
ties which we have provided will not 
only produce lasting benefit and advan- 
tage to the public but inspire emula- 
tion among the milling fraternity. 

“The world has not always been 
prompt to recognize the generous and 
self sacrificing efforts of the scientist 
and inventor. We are particularly 
pleased that in securing the technical 
staff for this research work we have 
been able to recognize the ability and 
the achievements of men whose accom- 
plishments in the field of cereal research 
are authoritative and entitle them to 
the highest recognition. 

“In establishing these laboratories we 
are conscious both of a great need and 
a wide field for public service to which 
the laboratory, its facilities and person- 
nel are rightfully dedicalted.” 


EMPIRE MILLING CORP., Port 
Stanley, Ontario, grain elevator, was 
destroyed by fire July 15 with a loss 
of more than $20,000. 


FRANKLIN FADER, National Oil 
Products Co., Harrison, N. J., sailed 
from Montreal on the Duchess of York, 
en route to the world’s fourth poultry 
congress, London, England. Mr. Fader 
is considered an authority on cod liver 
oil for poultry and animal feeds. He 
will be available for consultation by 
poultrymen and feed manufacturers at- 
tending the congress regarding feed 
problems involving’ the use of cod liver 
oil. 
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Right now, when 


butterfat prices are | 
going up and Ster- A 
ling Dairy Balancer’s\S° 
price is low—this is 
the time to urge 
your patrons to put 
their herds in good 
condition and pro- 
duce more butterfat ~ 


with _ ah 


NORTHRUP, KING 


STERLING 


Dairy Balancer 
32%Protein 


Write for sample and price 


Northrup, King & Co., Feeds and Seeds 


Minneapolis, Minnesota 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 


Wheat offal 
MILLS. - and is man- 
ufactured 

oa in our own 

mills. Can 


furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


= WHEAT FEED 


‘Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mill run 
CRUDE PROTEIN 15.7% 

CRUDE FAT - - 46% 
CRUDE FIBRE - -8.3% 


ST.PAUL, MINN. ——— 
<> Office 315 Corn Exchange ~~ 
\ MINNEAPOLIS, MINN. 4 


A sure way to 
greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


FEEDS 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 
GENERAL OFFICES 


MINNEAPOLIS MINNESOTA 


Fans 
Dust Collectors 
Elevators 
Bins 
Spouting 


and 


Sheet' Metal Work 


Write 


for 


Prices 
and 


Information 


L. BURMEISTER CO. 


1199 Burnham St. MILWAUKEE, WIS. 
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Kentucky Wages Fight to Oust 
Chain Stores From State 


(Continued from Page Twenty-eight) 

Louisville, the largest city in Ken- 
tucky, is more or less an over-grown 
country town so that the situation 
which exists within its confines may be 
said to be fairly representative of the 
way things are in the other towns. 
There are in existence in Louisville 
four hundred chain grocery stores and 
meat markets. There are women’s suit 
and coat chains, and shoe chains, and 
men’s clothing chain stores, chain drug 
stores and chain loan companies, not 
to mention Sears, Roebuck and Co. 
and others. More than 728 concerns 
here are chain institutions. 

Chains Drain Town, Claim 

Opponents of the chain stores be- 
lieve that the articles these stores use 
which are transported in trucks from 
other points, the money for this, for 
drivers, repairs and investment which 
also goes to other points would average 
at least $6,000 a day for each of a hun- 
dred stores, or a total of $43,680 in 
cash going away each day. They con- 
tend that a great deal of this could be 
kept here and in local circulation if pur- 
chases were made at home-owned 
stores. Independent dealers, and this 
of course means independent feed deal- 
ers as well as the rest, would keep it 
largely in local circulation. The dealer 
would probably use it for improve- 
ments, thereby providing additional in- 
come for labor or he would use it in 
building or buying a home for himself. 
The people with whom he spent this 
money would spend it with others and 
it would turn over several times a year. 

So much for the situation in Louis- 
ville. It is apparent that down here in 
Kentucky as well as throughout the 
South, the independent merchants are 
becoming keenly aware of the fact that 
they are coping with a mammoth men- 
ace to their business. A few fiery lead- 
ers who somehow or other have picked 
Kentucky in general and Louisville in 
particular as a battle ground have not 
allowed this indignation to simmer and 
cool in the least. They really seem to 
have the interest of independent dealers 
at heart. They know that the national 
chains have boiled down their business 
methods to a great degree of efficiency 
and that it is only by apeing these 
efficient methods and discarding the 
abuses which have crept into the chains 
that the independents can_ survive. 
There is another reason for their fierce 
enthusiasm. That is, the fact that the 
legislature will soon disband until two 
years hence so that they must push any 
legislation they wish to have inacted so 
that it will be taken care of in this 
present session. Who knows what the 
complexion of things will be two years 
from now? 

We spent a bit of time gathering data 
concerning the chain stores and found 
the following: 


1. There evidently is a _ certain 
amount of truth behind the declaration 
of the opposition that the chains are 
sometimes guilty of giving short 
weights and measures. 

2. Their money is only temporarily 
in Kentucky banks. 

3. They have to pay little or no 
taxes. 

4. They do get away with the pay- 
ment of low salaries, the women clerks 
averaging only $16 a week. 

Perhaps the chain stores will survive 
in Kentucky and elsewhere. But if 
they do it will only be because they 
have in some way been legislated into 
giving the independent merchant a fair 
chance to compete with them. So far 
this has not been accomplished in 
Kentucky. But every day more men, 
and more influential men are getting 
behind the movement and lending their 
efforts to the cause in the hopes that 
it will be. 

Any chain is onl? as strong as its 
weakest link and if independent Ken- 
tucky merchants can drive a spike in 
that, said chain will certainly cease to 
function. 


O. M. Straube 
Mr. Straube, Nutrena Feed Mills, 


Inc., Kansas City, Mo., is president of 
the newly organized Midwest Mixed 
Feed Manufacturers association. The 
organization will undertake the draft- 
ing and adoption of a code of trade 
practices as its first work. 


Richardson Gets New Business 
By Holding Farm Rallies 


(Continued from Page Thirteen) 
talk intelligently on the subjects as- 
signed. 

The addresses made in the town hall 
under the Richardson auspices were 
given by noted men of the state. 

The governor of Maine explained the 
pay as you go policy of highway con- 
struction. The congressman of the dis- 
trict, an expert raiser of poultry, talked 
on better housing and feeding methods 
of all kinds of poultry, with the accent 
on good feeds. The county attorney ex- 
plained the legal verbiage involving 
farm properties and suggested the best 
ways to meet specified legal problems 
that arise on farms. A member of the 
state supreme court advocated better 
bookkeeping systems for farmers and 
more attention to the marketing angle 
of farm production. 

A clergyman spoke in favor of using 
modern equipment, including machinery, 
on the farms of the territory. In the 
course of his address! he traced the his- 
tory of work on the farms, showing the 
evolution from the crude hand tools of 
pioneer years to the electrically and 
steam operated machinery of the pres- 
ent age. The head of the agricultural 
department of the state university urged 
the farmers to give more attention to 
dairying and poultry raising. He pre- 
sided at an open forum following his 
address, inviting everybody to explain 
his problems and offering solutions. The 
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county agricultural agent and his assist- 
ant spoke in favor of diversified. farm- 
ing instead of concentration on one or 
two lines. They also invited and an- 
swered questions on farming subjects. 
The head of a poultry and egg exchange 
explained how it is necessary to give 
poultry good feeds in order to cash in 
on quick sales and better receipts that 
are sure to follow the spending of a 
little more money on feeds. 

Rally day is the biggest day of 
the year at the Richardson store. Each 
year the sales are increasing. For two 
weeks after the departure of the farm- 
ers, two trucks maintained by the store 
are busy delivering the orders taken out 
during the big day. Not less than 90 
per cent of the guests make purchases 
each rally day. Very few of these 
are for less than $5.00. 


H. C. WARD, vice-president of the 
Russell-Miller Milling Co., Minneapolis, 
in charge of feed sales, narrowly es- 
caped serious injury when his speed 
launch caught fire on Lake Minnetonka. 
Mr. Ward, his son and daughter were in 
the launch when the engine backfired 
into leaking gasoline and ignited the 
cockpit. Mr. Ward and his daughter 
escaped injury by plunging into the lake 
but his son was burned about the arms 
despite the fact that he too took to the 
lake. The launch drifted out from 
shore and sank before aid arrived. 
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R. L. HERRICK M. H. HERRICK 


THE 

BURTON 
THE DEALERS 

HERRICK 


hundreds of eleva- 
tor and feed com- 
CO. 


panies throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 


P hones important de- 
P hones tails as exact- 

ly correct 

135 135 speed of con- 
118 118 veyor, proper 


relation of baffle plates to mixing trough, loads 
and empties from same end, uses a minimum 


ILLINOIS of power and requires very little floor space. 


If you are thinking of installing a profitable 
mixing department, or considering replacement 


HARVARD 


WHOLESALE 
GRAIN & FEED SHIPPERS B 
URTON FEED IXER UO. 
R. L. HERRICK, Jr. J. M. HERRICK DETROIT nati 


A 24-INCH MONARCH 
“4m GRINDS 3 TONS OF EGG 
MASH PER HOUR 


At a cost of only 60 cents per ton Bancroft Elevator Co. 
are grinding ton after ton of egg mash at the rate of three 
tons per hour on their 


Monarch Ball Bearing 
Attrition Mill With 


Pneumatic Products Collector 


They also ground 4570 pounds of corn, oats and barley in 
thirty minutes in a recent test. Here is what they say 
about their mill: “It has helped us get new customers and 
satisfy our old ones.’”’ If you are having trouble meeting 
competition or want to reduce grinding costs, get the de- 
tails of this, the Monarch Attrition Mill with air collector. 


Ask for Catalog ID. 


SPROUT, WALDRON & CO. 
Box 316, MUNCY, PA. 


Chicago Office: Kansas City Office: 
9 S. Clinton St. 612 New England Building 


FLOUR AND FEED MILL MACHINERY 


“Perfection 
in Feed 
Grinding 
Equip- 
ment,” 


says one 
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Successful Ideas for Dealers 
Who Exhibit at Fairs 


(Continued from Page Seventeen) 

ty fair ideas which can be profitably 
used by dealers. One is an effective 
method to encourage farmers to dispose 
of their scrub cows. It is suggested that 
a scrawny animal be placed in a booth 
with a stuffed dummy representing a 
farmer holding an axe to give the ap- 
pearance of hacking off the animal’s 
head. “USE THE AX AND AVOID 
FINANCIAL SUICIDE,” is the cap- 
tion suggested for the display. 

The dairy herd improvement associa- 
tion also suggests a contest in which 
two cows of similar physical appearances 
but with wide differences in produc- 
tion are placed side by side. A large 
card with a conspicuous question mark 
and lettering, reading, “CAN YOU 
TELL WHICH IS THE BEST 
COW?” is also suggested. The farmers 
are asked to pick the best animal and 
after making their guesses are shown 
the actual production records of the two 
animals. 

Another idea suggested by the asso- 
ciation is the displaying of the proper 
amounts of feed and, roughages required 
in a balanced ration on a long table. 
Records of cows receiving the ration 
are also shown. Another table with a 
poor ration and the resulting records 
obtained by feeding it is placed near 
the first display. This idea emphasizes 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 


the value of proper feeding. 

Some essential considerations are nec- 
essary in arranging an exhibit. The ex- 
hibit must have the power to attract at- 
tention. Anything in motion is an ex- 
cellent attention getter. Unusual ar- 
rangements, attractive color combina- 
tions will also catch the fair goer’s eye. 

The exhibit should have a direct con- 
nection with the name of the dealer or 


the product which he sells: It should 
leave an impression on the visitor’s 
mind. Nothing should be _ tolerated 


which may result in ill will or loss of 


confidence. This should be particularly 
avoided in contests. 

Dealers who plan to have an exhibit 
at their county fair should make early 
arrangements for space and give their 
idea considerable preparation. The signs 
and other advertising to be used with 
the display should be neat and attrac- 
tive. The exhibit should be set up be- 
fore the fair begins and someone should 
be in the booth at all times during the 
event. 


A. A. NIXON & CO., Omaha, Neb., 
has purchased the Council Bluffs Flour 
& Feed Co., Council Bluffs, Ia., from 
the J. V. Bass Co., Marshalltown, Ia. 
H. H. McCulloch, Minneapolis, has 
been appointed manager. 


Diamond Eureka 


Diamond Huller Co., 
Winona, Minn. 
Gentlemen: 


you sent us for trial, were 
taken out May 24th. During 
1,139,345 lbs. of feed, for 
$1,252.15. 


for our 32" mill and oblige 


H. B. ERICKSON 


GRAIN, CUSTOM GRINDING 
Viborg, South Dakota 


This is to advise that the set of EUREKA plates 


And we used 84,350 KWH power. 
Please ship us another set of Eureka plates 


Equip Your Feed Mills with Diamond Plates 


Diamond Huller Co., Winona, Minn. 


Read the Letter 
Below: 


May 27, 1930. 


put in Mar. 18th and were 
that time we ground 
which we received 


Yours truly. 
H. B. Erickson 
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One Set 
Diamond Rapid Cut Plates _ 
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Federation Announces Winners 
Of Merchandising Contest 


(Continued from Page Twenty-three) 
constantly in touch with the customers 
no difficulty has been experienced in 
getting money. When collections are 
slow a special letter is sent explaining 
that ready cash is necessary to meet 
drafts and asking for immediate pay- 
ment of the bill. This method has been 
successful. A statement is also mailed 
on the first of each month. 


Prize Advertising Plan 

The James H. Gray Milling Co., 
Springville, N. Y., has tried many plans 
of advertising but the one that has 
proved most successful was not in- 
tended as an advertising feature at all. 
It is an inexpensive form of advertising 
that helps the customer as well as the 
company. 

The first step was the purchase of a 
registered Holstein bull for the purpose 
of improving the dairy stock of the 
firm’s customers. Dairymen who pur- 
chased their feed from the company 
had the use of the bull without cost. 

E. B. Dunbar, of the Little Valley 
plant, had charge of the first bull which 
was called Gramco Laddie, Gramco be- 
ing the trade name of the milling com- 
pany’s products. Later a second bull 
was purchased and was called Gramco 
King. 


To stimulate interest in pure bred 
cattle the firm offered two prizes to 
the boys and girls of Cattaraugus 
country who raised and exhibited at the 
county fair the best calf under a year 
old. They also offered the use of 
Gramco Laddie to breed purebred Hol- 
stein heifers raised by boys and girls. 

The award of a silver shield was 
made to the James H. Gray Milling 
Co. because the advertising plan sub- 
mitted was practical for any dealer, 
helped the customer as well as the firm 
and assisted in advancing the cause of 
good dairying by producing better 
grades of dairy cows. 

Both of the prize winning plans were 
explained in details in previous issues 
of The Feed Bag. The Thorpe, Baker 
& Co., business system was described 
in the August, 1929, number, and the 
James H. Gray Milling Co., advertis- 
ing idea was described in full in the 
February, 1930, issue. 


DUDLEY CHAPMAN, feed miller 
cf Watertown, N. Y., has just obtained 
his third marriage license, at the age 
of 75 years. His first two wives died. 
His bride is Miss Ethel Lazenby, also 
cf Watertown. 


Orange - Sussex Dealers 
Plan Cash Basis 


The dealers of Orange county, N. Y., 
and Sussex county, N. J., met on July 
29 at Mitchell Inn, Middletown, N. Y., 
to continue their discussion of the cash 
basis of handling business. 

A committee was to make a complete 
survey of the operation of the cash 
plan elsewhere and sound out all the 
dealers in the two counties to learn 
how many would adopt the cash basis 
plan. It was reported that several of 
the dealers are ready to go on a cash 
basis at once if enough of the larger 
dealers will cooperate. 

As soon as the committee makes its 
report the matter will be definitely de- 
cided. A few of the dealers were so 
enthusiastic for the cash basis they 
stated they would adopt it regardless 
of the action of the two-county organi- 
zation. Local observers are of the 
opinion that if the plan is started by a 
few dealers the others would quickly 
fall in line. 


BILL, BELL & CO., Ogdensburg, N. 
Y., feed mills, have suspended operation 
as the company’s property is to be con- 
verted into a water power development. 
After disposing of its unsold stock the 
company will suspend operations. 


E. LIETHEN GRAIN CO., Apple- 
ton, Wis., has moved into its new 
$50,000 home. 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 
and increases their profits. 


EST. SINCE 1853 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


BANGOR, PENNA. 


G. W. HOSIE 
President 


And With Grass— 


will come lower production costs 
on Milk. Let us hope that 
abundant pastures will permit 
substantial payments by dairy- 
men on past due feed accounts. 


Feed dealers will profit this 
summer by watching: 


Vice Pres. - Treasurer 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


1. Collections 
2. Sales 
3. Our Quotation Sheets 


AMES -BURNS CO. 


J. D. DITZLER 
Secretary 


E. C. KESSLER 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 
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Federation to Send Man 
To Feed Meeting 


The Eastern Federation of Feed 
Merchants will appoint a delegate to 
attend the annual convention of the 
Association of American Feed Control 
Officials to be held in Washington, 
D. C., late in October. The executive 
committee will make the appointment 
by September 1. 

Arthur W. Clark, Geneva, N. Y., 
president of the officials, has invited the 
feed control to furnish a speaker for 
the convention. 

It is expected that the ‘delegate rep- 
resenting the Eastern Federation will 
tell of the activities of the retail deal- 
ers and suggest methods of cooperation 
that would be helpful to them. 


NEW GRANGE STORE 

Grange League Federation Coopera- 
tive Exchange has opened a retail feed 
store at 39-41 Ellicott street, Batavia, 
N. Y., under the management of Ryland 
H. Hewitt, formerly of Albion, N. Y., 
assisted by J. Edgar Philleo. The store 
formerly was operated as an individual 
feed business by A. P. Spiers. who con- 
tinues as a member of the committee 
operating the store under the new own- 
ership. 


STRAIT MILLING CO. branch feed 
mill, Rexville, N. Y., was destroyed by 
fire July 21, with a loss of $10,000. It 
was being operated by Ralph Guild. 


Mineralize your Feeds with 
RYDE’S ORGANIC MINERALS 


Calcium from Genuine Egg Shells 
100% Digestible 

Phosphorous from Bone Meal 

Protein from Egg Albumen 

Five other necessary minerals 


A COMPLETE BALANCED MINERAL MIXTURE 


Write today for descriptive literature 
and special low price to feed mixers. 


Ryde & Company 


5421 W. Roosevelt Road, 
CHICAGO, ILL. 


PoULTRY—DAIRY—HoG—HorsE 
STOCK FEEDS 


WRITE FOR QUOTATIONS 


KASCO MILLS, Inc. 


Waverly, N. Y. Toledo, Ohio 


In Feeds It’s 
Ef-Fish-Eney 


sTRUVENS 
FISH 


The present situation de- 
mands that the feeder get 
the best possible return for 
his money. 


STRUVEN’S FISH MEAL 
in your balanced rations 
will enable him to produce 
meat, eggs, and milk at the 
lowest final cost. 


That’s the kind of feed he 
is buying. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


NATIONAL MOLASSES 
CORPORATION 


P. O. Station E PHILADELPHIA, PA. 


your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. HUBINGER BROS. CO., Keokuk, Gluten 
HENBY LICH & CO., Kansas City, Milo and Kaffir 
On CREAMERY. CO.. Omaha, Neb... Dried Buttermilk 
CRAIG & COM ANY Blackstrao Molasses 
MUTUA L REN IDE BING co. eve Meat Scrap 
OYSTER SHELL PRODUCTS ‘Con Philadelphia, Pa................. Oyster Shells 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the ; SSN 
world produces--and it doesn’t 
cost you one cent more than MEAT SCRAPS 
the other kind. eo 


“GUARANTEED 
PROTE MIN, 
Fat MIN. 


05% 
= CRUDE FIBRE 3.0% 
Darling & Company | “wear 
Department A, Chicago, Ill. 
STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


GENEVA GENEVA 
7389 7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts ——~ Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


SYSTEM 
ENGINEERS 
PLANT 
CONSTRUCTION 


EQUIPMENT 
INSPECTION 


FEED FORMULAS 
ADVERTISING 


ERRED! 


Every bag guaranteed. Registered and 
licensed in compliance with FEEDING 
STUFF LAWS in every state in which sold— 
protecting manufacturer and dealer when 
resold and shipped with other products. 


“YANKEE” “BUTTERFLY” 


DRIED BUTTERMILK DRIED SKIMMED MILK 


S T. EDWARDS & Co., INC. 


FEED SYSTEM ENGINEERS 


EED MILL MACHINERY FEED FORMULAS 
ra 110 N. FRANKLIN ST 
7 
TELEPHONE RANDOLPH 1547 CH ICAGO, a. 
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Cow Works Herself Down 
Getting Enough Grass 


The average cow in the average pas- 
ture would need a muzzle as wide as a 
lawn mower and would be required to 
travel 25 miles a day to get enough feed 
to enable her to produce profitably over 
a long period of time. 

Prof. W. J. Fraser, University of IIli- 
nois, recently made this statement in 
discussing the importance of summer 
feeding. He pointed out that, although 
a cow was able to gather, enough grass 
to satisfy her hunger, she would expend 
so much energy in obtaining it that her 
production would be reduced. The ne- 
cessity of providing dairy animals with 
grain in addition to pasture was empha- 
sized by Professor Fraser. Adjusting 
of the ration to the condition of the 
pasture was also advised. 


KING MIDAS MILL CO., Minneap- 
olis, let a contract recently for the con- 
struction of a 350,000 bushel elevator 
to adjoin their present holdings at Has- 
tings, Minn. Hickok Construction Co., 
Minneapolis, has charge of the project. 


KLEMME BROTHERS, Kiel, Wis., 
are building a feed and flour warehouse 
and will soon open it for business. 


BERT VAN ORDER, Hull, Wis., 
has remodeled his feed mill and in- 
stalled new machinery. 


“At the Gateway”’ 


| Minneapolis 
NICOLLET - WASHINGTON 
HENNEPIN AVENUES 


—600— 
First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 
Ww. B. CLARK, MANAGER 
Home of W CC O Studios | 


| 
| “FOR BETTER SERVICE” cianeamnedine | 
| | 
AS 
| 
| YOU | 


Ohe 


Franke Grain Co. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


When in the market for 


Brewers Dried Grains 


(Crown and Hiquality Brands) 


Write or phone for prices 
which are now attractive 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 
and Oats 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal . . . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Broadway 1674 


Immediate Shipment 


Bran-Middlings 
Oilmeal 
WIRE US 
> 
La Budde Grain 


MILWAUKEE, WIS. 


Straight and mixed cars of everything in feed. 
We can get it out in a hurry. 
Warehouse capacity over 2500 tons. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


SALESMAN WANTED 
Salesman for Michigan wanted to sel! an es- 
tablished full line of dairy and ery! feeds on a 
commission basis. Write MS-63, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Good one man feed business for sale in Central 
Wisconsin. Electrical equipment, track hop ~ 
Main street location. One man can handle it 
Write WESTERN SUPPLY CO., Sparta, Wis, 


G. E. ANDREWS, Hammond, Wis., 
has purchased the feed mill of W. J. 
Roberts. 


R. H. DICKING, Oak Grove, Mich., 
reports that his feed mill was recently 
destroyed by fire. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


FEED BUSINESS FOR SALE 


Retail flour and feed business for sale. Now 
manufacturing specialty with established whole- 
sale distribution. Excellent opportunity for 
expansion. Complete grinding and mixing 
equipment in excellent condition. Located in 
Southwestern we Reason for selling— 
other business. Will sacrifice for quick sale. 
Write HB-82, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


WAGON SCALE WANTED 
Will buy used 14-ft. Fairbanks Morse 5-ton 
wagon scale in good condition. Must be cheap. 
Write UNIVERSAL PRODUCE CO, Augusta, 
Wisconsin. 


MAN WANTED 


Man wanted who can cull chickens and also 
chicken feed and dairy feed. Write SV-81, c/o 
THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


FOR 


Corn Cutters 
Superior Batch Mixers 


Write 


MODERN ELEVATOR SUPPLY CO. 


MINNEAPOLIS, MINN 
Complete Equipment for the Modern Feed Mill 


NE8RASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Flour 


COD LIVER OIL FOR SALE 


Brown Ribbon Cod Liver Oil delivered your 
station, $1.0) per Gal Mail us your order. State 
size bbl. wanted. September shipment. S. H. 
VAN GORDEN & SON, Black River Falls, Wis. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


PECO BRAND 
PEAT MOSS 


$1.55 per bale New Orleans carlots— 
shipment same day your order is 
received. Standard Bales — highest 
quality. For less than carlots ship- 
ment out of Milwaukee write or wire 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


ancy 


Heavy Poultry Oats 
BULK or SACKED 
Ask for Samples and Prices 


J.F. Zahm & Co. *Gii0” 


Specialists in Milling 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FL LFEED 
OILMEAL, ETC. 
502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—q 


National Food Company 
FOND DU LAC, WIS. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


M.G. RANKIN & Co. 


GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
EstasuisHep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE STREET 
1076 WISCONSIN§ 
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CHATTERTON & SON, Lansing, 
Mich., have recently disposed of two 
Michigan elevators. The elevator at 
Ithaca has been purchased by F. B. 
Walcott and Minor Walton and will be 
operated as the Ithaca Farmers Elevator 
Co. The elevator at Pompeii will be 
operated by the Pompeii Farmers Ele- 
vator Co. 


OMAR FLOUR & FEED STORE, 
Mason City, Ia., has been opened for 
business, according to an announcement 
by A. L. Hagelberger, proprietor. 


SAEMANN-SCHILLING CO., Ply- 
mouth, Wis, are remodeling their store 
and installing new equipment. 


TRADE MARK REGISTERED 


| | 
BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Cet on our list. Market letters and prices. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


_ spun Grey or White Bags. 


MYLES 
LOUISIANA SALT 


**Nature’s Purest’’ 


Here is an economical | 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


pasture. 


ZEBRA Special Middlings 


ZEBRAS make a rich slop for little pigs. 
and their low cost makes them increasingly popular with the trade. 


CAMEL Mixed Feed, 


farmers and dealers of an important East- 
ern dairy state say, is the best and cheapest 
summer feed they ever used for cows on 
Today’s price on Camel is the 
lowest in its entire history. We can make 
instant shipment of straight cars. 


EXCELSIOR MILLING CO. 


They are rich in quality 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 
Powdered Skim Milk 

Oyster Shells 

Dried Butter Milk Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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KREAMO 


SWEET DAIRY FEED 
16144% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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Put Quality Into Your 
Poultry Feeds 


The up-to-date method of feeding poultry de- 
mands the greater use of cereal proteins with 
minerals. Purdue Agricultural Experiment 
Station (Bulletin No. 293) found Gluten Feed 
plus minerals superior to tankage for egg pro- 
duction, fertility and hatching results. . 


Gluten Meal is recommended in U. S. Bulletin 
No. 1541 for use in a good broiler mash. 


GLUTEN MEAL 


(40% Protein, 4% Fiber) 


Puts Quality and Economy into your 
Poultry Feeds. 


Write for further information and samples to 


Penick & Ford Sales Co., Inc. 


Cedar Rapids, Iowa 


Feeps ana Feepine 


Latest Complete Ulustrated Edition 
by Henry and Morrison 


Commerctat Feeps 


by W. H. Strowd 


These two books will give you the 
latest complete and accurate informa- 
tion available on feed, feed ingredients, 
feed manufacturing and feed merchan- 
dising. Send for your copies today. 


Feeds and Feeding.,........ $4.50 
($5.50 with The Feed Bag for one year) 
Commercial Feeds .......... $3.00 


($4.00 with The Feed Bag for one year) 


Feeds and Feeding 
and Commercial Feeds, both books 
with The Feed Bag for one year. . . $7.50 


~ 


Che feed Bag 


86 E. Michigan Street Milwaukee, Wis. 


Complete demonstration plant is in operation 
at our Silver Creek, N. Y. works. 
Visitors welcome. 


CUBED 
FEEDS 


Stockmen who have adopted these sensation- 
ally successful feeds report astounding results. 
Backward and run-down conditions quickly 
corrected. Feeding period shortened; as 
cattle are marketed earlier costs are reduced. 


Good “‘Sizer-cubed” feeds assure gain, finish and 
top price to the feeder, so everyone is discussing 
SIZER’S PATENT FEED CUBERS 
for making 
cubed feeds for cattle, sheep and hogs 
and all-mash pellets for poultry. 


Sole Importers 


S. HOWES CO., INC. 
SILVER CREEK, N.Y. 
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for birds 


RUE VALUE Growing Mash is de- 
signed to make healthy growth for 
both birds and business. The profit 
is there for poultrymen and dealers alike. 


People feed baby chicks to make them 
grow rapidly and profitably. After they 
pass ‘‘chickhood” they get ‘‘growing”’ 
mash. This feed should be of the type 
adapted to building strong bodies, heavy 
bones, and developing great capacity for 
egg production. Those are True Value 
features. 


Dealers sell feed because of the 
profit there is in it. They look, 
not for immense profits from a 
single sale, but toward developing a per- 
manent, “‘growing’’ trade. Personal ser- 
vice, a thorough understanding of the 
feed business, and selling feeds which in- 
spire confidence are the means by which 
dealers succeed. Make your trade grow 
the True Value way. 


It will pay you to get all the details by 
writing to Ladish Milling Co., Milwau- 
kee, Wis. They manufacture and guaran- 
tee True Value feeds. 


True Value 


REG.U.S. PAT. OFF 


GROWING MASH 


WITH BUTTERMILK 


NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


Growth 


and business 
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1,000 Cars King Midas 


“During the past 
twenty-five years we 
have sold more than a 
thousand carloads of 
King Midas flour and 
feed and never had a 
dissatisfied customer.” 

—H. H. Green 


Sold By 
Janesville 


Dealers 


Dissatisfied Customers 


The Green-Farley Co., Janesville, 
Wis., has made a splendid record 
selling King Midas but hundreds 
of deer dealers throughout the 
country have been equally success- 
ful. it's no secret that dealefs 
like to sell King Midas—‘‘The High- 
est Priced Flour in America and 
Worth All It Costs’’—because King 
Midas quality pleases the customer 
and King Midas policy protects the 
dealer. If interested, write the 
King Midas Mill Co., Minneapolis, 
Minnesota. 


In Twenty-Five 
Years Of Business 


“King Midas flour 
and feed are well-known 
for their quality and 
dependability and we 
value our connection 
with King Midas be- 
cause of this fact.” 

—R. R. Farley 
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